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During the year 1934, The Travelers Companies issued checks and drafts for benefits under 
various forms of policies, to the total of 790,562. This is an average of 2635 checks issued 
each business day during 1934. 


To serve your policyholders, promptly and efficiently, no matter where 
they may be, The Travelers has established throughout the United States and Canada, 198 main claim service 
offices; 1250 people devote their entire time to this purpose. In addition, thousands of Travelers agents 
stand ready to render immediate service. Moral: Insure in The Travelers. The Travelers Insurance Com- 
pany, The Travelers Indemnity Company, The Travelers Fire Insurance Company, Hartford, Connecticut. 
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ichigan Agents 
Name P. J. Crandall 


rrant Hill Urges Elimination of 





Hangers-on and Their 
Influence 





SCHRIVER GIVES TALK 





R. E. Olmsted Outlines Practical Argu- 
ments for C. L. U.—Adopt New 
Constitution—To Incorporate 





NEW OFFICERS ELECTED 


President—P. J. Crandall, Ameri- 
can Life, Jackson. 

Vice-presidents—W. S. Reeve, 
Union Central, Detroit; W. M. East- 
cott, Sun Life, Grand Rapids; Leo 
Monks, Great West, Bay City, and 
E. A. Poat, Equitable, New York, 
Battle Creek. 





By M. C. LAWSON 


FLINT, MICH., May 29.—More than 
300 attended the annual convention of 
the Michigan State Association of Life 
Underwriters here. 

Grant L. Hill, superintendent of agen- 
cies Northwestern Mutual, talked on 
“Life Underwriting as a Profession.” 
“Despite the fact that we have long 
considered ourselves as_ professional 
men, we cannot disregard the fact that 
others do not as a rule so consider us,” 
said Mr. Hill. “I believe that the first 
thing we must do in order to be uni- 
versally recognized as professional men 
is to eliminate the hangers-on who give 
the public a false impression of the busi- 
ness. The national movement to elim- 
inate part-timers in cities of 50,000 or 
more is gaining great momentum and 
is a step in the right direction. We 
must remember, however, that there are 
full- -time part-timers and_part-time full- 
timers in our business. Part-timers are 
necessary in our smaller communities. 





















‘Have Negative Influence 


“Every office that has tried it knows 
that the hangers-on are a negative in- 
fluence on the other underwriters and 
can be very profitably eliminated. The 
elimination of those who should not be 
in the life insurance business is the job 
of the general agent and the manager. 
You in the field can help your general 
agent or manager along this line by 
bringing good, capabie men into the 
usiness. The time is coming when the 
underwriter who is not making good 
must adopt the company’s working sys- 
tem Of:e@ 2 

“As near as I can get at it, only about 
16 percent of life insurance ‘policies are 
now on settlement options. There is a 








State Associations Hold Annual Meets 





McClenaghan, Elgin, Elected State 
President at Annual Meeting, 
Succeeding Axelson, Chicago 


J. M. McClenaghan, agency manager 
for the Bankers Life of Des Moines in 
northern Illinois, with headquarters in 
Elgin, was elected president of the IIli- 
nois Association of Life Underwriters 
at the annual meeting held in Rockford, 
Ill., the night before the sales congress 
conducted jointly by the state and Rock- 
ford associations. Mr. McClenaghan for 
the last year has been first vice-presi- 
dent. H. M. Sollenberger, manager of 
the Mutual Benefit in Springfield, was 
elected first vice-president; T. J. Mur- 
phy, Metropolitan, Quincy, second vice- 
president, and William Lateer, man- 
ager John Hancock, Peoria, secretary- 
treasurer. 

Elected on the board were Frank W. 
Howland, Massachusetts Mutual, Rock- 
ford, and M. W. Colby, manager Provi- 
dent Mutual, Decatur. Mr. McClena- 
ghan succeeds F, Axelson, North- 
western Mutual, Chicago. J. H. Wilson, 
Massachusetts Mutual, Peoria; B. F. 
McClelland, general agent Continental 
Assurance, Rockford, and Herbert Hen- 
dricks, Equitable of Iowa, Decatur, 
were past presidents of the state asso- 
ciation attending. 


Director Palmer Confident 


Insurance Director Ernest Palmer of 
Illinois, attending with R. T. Nelson, 
his deputy, characterized the present 
legislative situation affecting the insur- 
ance code as a “jigsaw puzzle.” He 
said, as usual in such puzzles, a piece 
is found missing every now and then 
in the form of an amendment. He ex- 
pressed confidence that the code will be 
passed in two or three weeks, predict- 
ing that legislative consideration of it 
will progress more rapidly now that 
public relief measures have been settled. 
Mr. Palmer said there is yet to be 
found any “real legitimate kick” on the 
code from any proper source. He ad- 
mitted, however, that the Illinois legis- 
lature, as is the prerogative of assem- 
blies in the closing days, may merely 
pass appropriation bills and adjourn. 


Membership Is Growing 


President Axelson noted a larger 
Illinois association membership than 
ever, 1,588 compared with 1,457 on June 
30, 1934. First honors in numerical in- 
crease went to Springfield, which had 
41 members a year ago and now has 
104, a 154 percent increase. Second was 
Jacksonville, with 28 against 11 a year 
ago, or 164 percent greater; third, Rock- 
ford, with 51 compared to 28, or 100 
percent increase. He noted the work of 
J. H. Wilson, Massachusetts Mutual, Pe- 
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Illinois, Rockford Groups 
in Joint Sales Congress 


Nationally Known Speakers Fea- 
ture Fine Program at All-Day 
Sales Congress 


By DALE R. SCHILLING 


A program bristling with nationally 
known speakers was presented at the 
sales congress held in Rockford, IIL, 
jointly by the Rockford and Illinois as- 
sociations. President M. J. Cleary of 
the Northwestern Mutual Life spoke on 
“The Influence of Present Economic 
Trends on Life Insurance”; L. 
Schriver, general agent Aetna Life, 
Peoria, and vice-president National as- 
sociation, on “The 1935 Streamlined 
Models”; W. R. Kemper, vice- -president 
W. A. Alexander & Co., Ch icago, gen- 


eral agent Penn Mutual, on “Actual 
Life Insurance Sales”; C. Eno, 
Metropolitan Life, Indianapolis, who 


has paid for over $400,000 so far this 
year, “A Retirement Plan for Em- 
ployes,” and L. S. Broaddus, Chicago 
branch manager Acacia Mutual, on 
“The Four Essentials of a Successful 
Salesman.” 

Termed Best Investment 


Life insurance for 99 percent of the 
population is the best investment in the 
world, Mr. Schriver said. It is a tre- 
mendous thing to be able to say about 
the combination of protection and in- 
vestment found in life insurance that 
nobody buys it because someone is go- 
ing to die, but because someone is go- 
ing to live. The full force of life in- 
surance cannot be appreciated without 
owning some life insurance, he said. 

There is an instinct to possess in the 
human race. In the little boy it is a 
pocketful of string, tops, chalk, etc. ; 
in men a “weird collection of things in 
a safe deposit box.” Life insurance of- 
fers a man, Mr. Schriver said, an op- 
portunity to leave as much to his fam- 
ily as he is trying to convince his neigh- 
bors that he has. Every one wants to 
be remembered after he passes on, Mr. 
Schriver said. Life insurance is a 
monument that will keep the memory 
green for many years. 


Urges Legislative Work 


Louis Caster, president Rockford 
chamber of commerce, just back from 
attending a house ways and means com- 
mittee hearing in Washington, said he 
was disturbed by the social security 
measure. Germany had unemployment 
insurance 25 years ago and gave it up, 
he said. He expressed befuddlement as 
to where the government would get 
data on which to base a sound scale of 
costs for unemployment insurance. He 
urged all agents to be more vitally in- 
terested in legislation and cultivate ac- 
quaintance of their representatives, who 

(CONTINUED ON PAGE 21) 





Connell Is Elected 
in New York State 


All Repre- 
sented at Syracuse Meet— 


Local Associations 


Wintch Is Vice-president 
WENNER REVIEWS TREND 


Myrick Explains New Annuity Protec- 
tion — Optimistic About Future — 
Tribute to Van Schaick, Pink 


By RALPH E. RICHMAN 
Clancy D. Connell, New York, was 
elected president of the New York State 
Life Underwriters Association at the 
annual meeting in Syracuse. Mr. Con- 
nell has been active in the affairs of the 
association for many years and for the 
past two years has been vice-president. 
John G. Wintch, Syracuse, who has 
been secretary-treasurer of the associa- 
tion for the past four years, now be- 
comes vice-president and the new secre- 
tary-treasurer is Jay L. Lee of Buffalo. 
1 of the sixteen associations, mem- 
bers of the state organization, were rep- 
resented at the Syracuse convention. 
Frank H. Wenner, Utica, president the 
past two years, presided. He told of 
the new fields of activity into which 
state associations are entering. He 
said that these organizations were orig- 
inally established for the purpose of 
defending the business against legisla- 
tive attack. 


Fosters Sales Congress 


Eleven years ago, the New York as- 
sociation fostered its first sales congress. 
Then the association began to take part 
in litigation as a friend of the court 
where it seemed that the interests of 
life insurance men were vitally affecied. 
Today, the state associations are enter- 
ing upon more extensive programs of 
educational effort among their own 
members and particularly for the pub- 
lic. The associations are sponsoring 
C. L. U. classes, providing coordination 
between life underwriters and trust com- 
panies and entering cautiously upon the 
field of initiating efforts to improve the 
statutes governing life insurance. 

Honorary President Julian S. My- 
rick, New York, explained briefly the 
significance of the newly enacted sec- 
tion 55C. This is the section which 
protects annuity holders against attach- 
ment of annuity funds by creditors. Mr. 
Myrick paid high tribute to retiring su- 
perintendent of insurance, George S. 
Van Schaick. He reviewed briefly the 
qualifications of Mr. Van Schaick’s suc- 
cessor, Louis H. Pink, and indicated 
confidence that Mr. Pink would measure 
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When Conservation Starts 


“Conservation is said to start when an 
application for insurance is made, 
I believe it starts before that—with the 
selection of agents. 
added, “we do not select agents, they 
select us, and there is only a certain 
amount of elimination by us. 

“Conservation by the agent depends 
very largely upon the emphasis given 
it by the company. 
the agent for conservation is very im- 
portant,” in Mr. Grant’s opinion. 
company used not to differentiate be- 
tween the salesman with a good re- 
newal, and the one without, but it has 
done this for some time. 
has experienced very good results from 
a system of compensation which takes 
conservation into account.” 

Salesmen have stressed the impor- 
tance of immediate action in selling poli- 
cies and this effect may be mullified 
somewhat by slow action in the under- 
writing department. It creates a slightly 
unfavorable impression, and this has a 
very definite effect in due time as to 
whether or not the man retains his in- 


Although,” 


Compensation of 


The company 


Definite Impression is Created 


Again, a very definite impression is 
created by the contract itself when the 
policyholder opens it. 
then should be given to producing an 
excellent job of the policy itself. 

“We consider it of major importance 
that the letters we write direct to ap- 
plicants be attractive and clear. 
experimented with such things as time 
for sending notices, and we now have 
a definite outline of time, form, etc., 
which has grown out of experience and 
The publicity works hand 
in hand with the conservation depart- 
ment,” he said. 

“We attempt to make our letters so 
definitely personal that those to whom 
we write cannot feel that they are being 
written as one of a large group. 
word those letters carefully. There is 
not a letter in use in our office that 
is not approved by two or more execu- 
tives or department heads. 


Some attention 


Get Away from Conventional Terms 


“The use of proper terms or words 
in letters is very important. 
nitely attempt to get away from certain 
terms, words, phrases, etc., which we 
feel would have a bad psychological 
effect upon people. 
ful salesman know the effect of words 
They know that they 
can make a good or bad impression. 

“I have noticed the use of the word 
‘rejection’ in this meeting. We have 


We defi- 


The most success- 


on a prospect. 


a definite rule in our office that the 
word is not to be used. It is harsh. 
A softer term, and the softest we have 
been able to discover so far is ‘we re- 
gret our inability to approve.’ In other 
words, we go on the assumption that 
we want to accept this policy. We use 
the word, ‘declination’ rather than ‘re- 
jection.’ 

“Instead of the word ‘claim’ in the 
application for disability payment, we 
are now using ‘apply for benefits’ of so 
much. As an example of the difference 
in effect which may be created by the 
right and wrong use of words, Mr. 
Grant cited the word ‘participating’ as 
compared with the word ‘estimated 
costs,’ and ‘non-participating’ as com- 
pared to ‘guaranteed costs’ or ‘guaran- 
teed rates.’ 


Psychology of Words 


“We think it is important to study 
the psychology of words and phrases. 
‘Non’ means ‘you’re out,’ and a man 
wants to be in. All these things have 
a direct bearing on conservation. We 
do not oftener than necessary use the 
term ‘reserve’ but ‘cash savings;’ we 
don’t use the term ‘premiums’ unless 
we have to, but the term ‘investment.’ 

“Another term used freely in this con- 
ference has been ‘sub-standard.’ We do 
not use it. It means that ‘you are in- 
ferior.” Instead we use phrase ‘special 
class business. Special may mean 
specially good or specially bad, but ‘sub’ 
means only below standard. 

“We recently discarded the use of the 
term ‘policyholder,’ and substituted the 
word ‘policyowner.’ We have tried for 
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Function of Dallas Men 
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FRANK L. 


ROWLAND 


F. L.. Rowland, executive secretary of 
We| the Life Office Management Associa- 
tion of New York, was in Dallas last 
week and President Earl B. Smyth of 
the Fidelity Union Life of that city ar- 
ranged for a luncheon in his honor. Mr. 
Smyth invited representatives of the 
following companies to be present: Fi- 
delity Union Life, Great National Life, 
Gulf States Security Life, Rio Grande 
National Life, Republic Life, Interna- 
tional Travelers, Southland Life, United 
Fidelity Life, Southwestern Life, Busi- 
ness Men’s Assurance of Kansas City 
and State Reserve Life of Fort Worth. 

Mr. Rowland spoke at the luncheon, 
giving a summary of the work of his 
organization, the service that it offers 
and the facilities that it possesses. 








some time to get away from the phrase 


‘carrying insurance,’ and_ substituting 
‘owning.’ The use of the term ‘policy- 
owner’ is a move in the direction of 
getting salesmen to talk owning’ 


rather than ‘carrying’ insurance. 

“Occasionally I go into at office and 
ask for a man, and get the answer, ‘but 
Mr. So and Sc is busy.’ Heavens! I 
expect him to be busy. _He wouldn't 
be there if he wasn’t busy. You will 
find nothing like this in our office. For 
us conservation means treating people 
in a way which will make them want 
to come and do business with us.” 

H. Buckman of the California- 
Western States Life led, the discussion 
on “Should Collection of Renewal Pre- 
miums Be Made at the Home Office or 
Branch Office in Small and Medium- 
Sized Companies?” H. A. Huncilman, 
secretary of the National Fidelity Life, 
tead the paper prepared by F. ; 
Young, actuary of the Montana Life. 
Mr. Young was unable to be present. 
Mr. Buckman and Mr. Young covered 
particularly notice procedure, agency 
participation, and accounting  proce- 
dures. 


Points Brought Out by E. A. Kiker 


The several points covered by E. A. 
Kiker, secretary of tha Great Southern 
Life, in his subject on “Maintaining 
Records Incidental to Handling Rein- 
statements and Rewritten Business,” in- 
cluded reinstatements required, changes 
brought about by reinstatement in the 
mode of payment—new insurance, de- 
creases, etc., home office and branch of- 
fice routine to complete transaction and 
forms used, and method used to assure 
the reserve is properly setup and in bat- 
ance with premium accounts. 

In the absence of Warren B. Irons, 
secretary of the Federal Reserve Liie, 
his paper on “Paying Commissions on 
Reinstated Business,” was read by R. E. 
Langdon, secretary of the Guarantee 
Mutuai Life. 

“In the early part of 1932,” Mr. [rons 
said, “my company made an exhaustive 
study of agency practices and remuner- 
ation. We became convinced from our 
results that certain radical changes must 
be made in the existing agency system 
if the company were to properly com- 
pensate the field organization. It was 
quite apparent to us from the experi- 
ence of our company that in the past we 
had paid large sums annually for the ac- 
quisition of new business and although 
the amount paid by the company was 
impressive in total, our agency organ- 
ization as a whole was not receiving a 
living wage for its efforts. Further- 
more, the agent writing high quality, 
persisting business was receiving but 
little more than the agent whose busi- 
ness had a high rate of termination. 


Few Contacts Had Been Made 


“As one step in our study of agency 
practices, we wanted to know how fre- 
quently our policyholders were con- 
tacted by our agents subsequent to the 
issuance of the policy of insurance. To 
determine this, we selected a number of 
areas where we had had continuous 
representation since the organization of 
the company and addressed a question- 
naire to those policyholders who had 
always paid their premiums annually in 
cash, where the file indicated no corre- 
spondence or beneficiary changes, and 
also were of insurable age. We asked 
these people, ‘How long since one of 
our representatives have contacted you?’ 
and ‘Have you purchased insurance 
from any other company since our pol- 
icy was issued?” 

The business represented by the per- 
sons to whom the company addressed 
these questions was 13 years old. “Yet 
these people who apparently had no dif- 
ficulty in meeting an annual premium 





Practical Points Brought Out in Managemenf™ 
Association Deliberations 


W. T. Grant, president of the Busi- 
ness Men’s Assurance, opened the clos- 
ing day’s program of the Life Office 
conference 
at Kansas City being introduced by L. 
D. Ramsey, secretary of the Business 
Men’s Assurance, and chairman of the 
session. Mr. Grant took the rather for- 
“Better Conservation 
Through Better Supervision of Rou- 
Stressing conservation more than 
supervision, he gave a brilliant, a warm 
and friendly talk. : 

Conservation is a common objective 
among all business, as pointed out by 
“We all are concerned with 
securing repeat. business. ; 
business gets to the point where its 
owner has to call in the help of others, 
he has a supervisory problem, and in 
this connection the most difficult prob- 
lem for the executive is not what to 
do, but what not to do himself.” 

Grant believes that success as 
between institutions is determined more 
by how the little things are handled 
than by how the big things are handled. 





ife Cou 


had not been contacted by an agen! 
our company in all that period except} 
a negligible percentage of instang 
Furthermore, 60 percent had purchag 
additional insurance from other com, 
nies.” 

The company next sought to dey¢, 
a plan whereby the inequalities would 
corrected. It canceled all exist 
agency contracts and_ eliminated 
called part-timers. For conservati 
the company paid the agents a sn) 
monthly salary to conserve busing 
This was in lieu of renewal comn 
sions. For this compensation a fieldn; 
was allocated a definite group of 
icyholders (usually 250) in his imm 
diate vicinity. 

“It was his job to conserve this by 
ness; encourage the repayment of pj 
icy loans and use the group as they 
cleus of additional writing. We pj 
sented our fieldmen with a clientele 4 
ready established. 

“To assure ourselves that we wo 
obtain a satisfactory degree of co 
servation efforts for the money q 
tended, fieldmen agreed that if termin 
tions in their group of allocated polig 
holders exceeded a certain percenta 
the company would have the privile 





AY A 


ssociatic 
White 





















































WHIT 
A., May 
ommitte: 
mnction \ 
g out fe 
on of la 
dered 
e Asso 
el. Aft 
as left 
iommitte 
Alfred 
eneral 
resident 
hair. 


of deducting this excess from new i Vi 
surance writings and compensate di 
agent for the balance only. In ote 1” fe 
words, in addition to the monthly simpy S 
ary, the fieldman was also compensati a ee 
at a flat rate per thousand, not for qae'® T 
total insurance writings, but for thei spshow 


surance gained over and above his 4 


located business.” nortgag 


he pay 
Results Have Been Disappointing 


To stimulate field men, liberal ruk 
for reinstatement were instituted. \f 
the policies so reinstated “have 
passed through a full year since the é 
of reinstatement and have had an 9 
portunity to come up for renewal of ti 
next succeeding annual premium. 
study of the persistency of this busine 
is interesting. 

“The results as a whole have bet 
most disappointing. Of the total v 
ume reinstated, only 57 percent renews 
through the next year. Surprisinglj 
although 74 percent of the total volum 
of business reinstated was by loan a 
with no cash, this factor in itself wa 
not responsible for the disappointing 
sults. We discovered that the busines 
reinstated entirely by policy loan 1 
newed at the rate of 58 percent. Th 
business reinstated by the use of pt 
mium notes and a nominal amount ' 
cash renewed at the rate of 59 percell 
while the business reinstated entire 
by cash renewed at the rate of 56 pet 
cent. 

Renewal Experience Studied 
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“We next studied the renewal expet 
ence by size of policy reinstated att 
found a somewhat more favorable « 
perience with the larger average sit! 
policy. Of these policies under $2,00 
in amount, 54 percent renewed, wihil 
those in amounts of $2,000 and _ ovt 
renewed at the rate of 64 percent. 

“The next step in our study, in of 
opinion, presented the key to the entifl 







situation. We analyzed the results h 
tained by each agent and then separate ng 
the agents into two groups. Group 4 rs nial 
contained those men who, under th — 
straight commission contract, had et —- 
joyed good persistency records. Grot) — 
B contained those men who had ol ong 
had good persistency records under tlt 4 . 
old contract. 5 A 
“Of the business reinstated by th — 
Group A men, 80 percent renewt! with 
through the next year. Only 45 pet = ag 
cent of the business reinstated by Grot if ae 
B renewed through the next year. Chict 





“This study verified our deep-rooted 
(CONTINUED ON PAGE 20) 
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INstangy 
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: ; 
to devel ‘ . . 
eS woulimmssociation Holds Spring Meeting at 
7 hey White Sulphur; Important Papers 
nservatiy Are Read 
its a sn 
© busing 
al comni WHITE SULPHUR SPRINGS, W. 
hy “A, May 29.—A proposal to appoint a 
iis aa pmmittee with power to act in con- 
Bainction with any other groups in work- 

> this by g out federal court rules for coordina- 
- ba on of law and equity actions was con- 
Wen dered here at the spring meeting of 


e Association of Life Insurance Coun- 
e. After some discussion the matter 
as left in the hands of the executive 
ommittee for action. 


lientele 


we wo 
> of co 


noney ¢ : 

if tern Alfred Hurrell, vice-president and 
ted poliqgmmeneral counsel of the Prudential, and 
Dercentggmpresident of the association, was in the 


hair. 
Views Fees on Foreclosures 


> privileg 
n new i 
nsate { 
In. othe 
nthly 


In discussing allowabWity of attor- 
ey’s fees on real estate foreclosures, 
BP, Sears, general counsel Hercules 


npensatiar : ; coun 
ne ife, reviewed the situation for each 
or the imate and in the District of Columbia. 


n most jurisdictions a provision in a 
mortgage or note secured thereby, for 
he payment of reasonable attorneys’ 
ees for collection or on foreclosure, 1s 
tpheld as valid in the absence of a stat- 


ve his q 


inting 


te vl te prohibiting such a provision. 

‘have quam in reviewing the recent federal enact- 
e the dgmment concerning declaratory judgments, 
i an of. C. Jones, St. Louis, said that he 
ral of ampoped the courts would use the new 
ium. measure for speedy disposition of claims 


gainst life companies. The life com- 
bany usually is not a litigant in a sense 
hat it is belligerently antagonistic or 
tndeavoring to hold on to money which 
t is not entitled to retain. If it owes 
he claimant it wants to pay it and pay 
t promptly. The life insurance com- 
pany is trustee of other people’s money. 
If a doubt arises as to the legitimacy 
of a claim, the company has the right 
also duty to have this doubt solved 
ightly. Under the new act it seems 
that the company is given the additional 
right to go before the appropriate tri- 
bunal and ask it to solve the doubt, that 
it may pay and pay speedily if it owes, 
or be declared not liable if it does not 
owe. Mr. Jones says he does not see 
why a court having discretion to solve 
honest doubts should be reluctant about 


busine 


ive bed 
otal vw 
renewt 
rising! 
| volum 


entirel 
56 per 


al . 
exercising the power. Judges ought to 

expeifmieel a real joy in expediting the settle- 
ed ang™™ment of actual controversies as they 
ble exjmMay be empowered to do by this act. 
any Record Large Attendance 

whi Attendance was the largest for mid- 
d ovejasUmmer meetings in several years. H. 


“4 C. Bates, Metropolitan, secretary, was 


in ompm Present. Mr, Jones’ able paper on the 
. entit federal declaratory judgment act opened 
Its off UP Consideration of a subject to which 
saratéem #€ counsel heretofore have given little 
oup 4 eed. It permits companies to go into 
er the Court before suit and obtain prompt set- 





tlement of claims issues, and allows in- 
terrogatories to juries on special issues. 
€ paper evoked substantial discussion 
and a motion was adopted authorizing 
the executive committee to appoint a 
Special advisory committee to cooperate 
with the U. S. Supreme Court com- 
Mission for coordinating law and equity 
tules tending toward single procedure, 
if possible, as recently suggested by 
Chief Justice Hughes. 
(CONTINUED ON PAGE 22) 
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Group Case of $400,000,000 
Placed in U. S. Steel Fleet 


EIGHT COMPANIES ON RISK 





Contributory Plan to Be Effective July 
1 Is Largest Transaction of 
Kind on Record 





New York, May 29.—Group life cov- 
erage aggregating $400,000,000, the 
largest single group transaction ever 
recorded, has been arranged through 
eight life companies by the United 
States Steel Corporation for its em- 
ployes and those of its many subsidi- 
aries covering a total of about 220,000 
persons. 

The program will go into effect July 
1. It will be on the contributory basis. 
It replaces plans more limited in scope 
protecting employes of certain plants. 
The companies participating in the risk 
are the Equitable Life of New York, 
Metropolitan, Prudential, Aetna Life, 
General American Life, John Hancock 
Mutual, Travelers and Protective Life. 

The size of the transaction can be ap- 
preciated when it is realized that it ex- 
ceeds the total insurance in force of any 
life company in North America except 
the 34 largest. The exact amount of 
the total will depend on the extent to 
which employes participate. 

Benefits will range from $1,000 when 
annual salary is $1,250 or less to $5,000 
when it is $4,750. The cost to employes 
ranges from 75 cents a month to $3.75 
monthly. 

The plan will cover employes in the 
165 operating centers of the U. S. Steel 
group. 


Roy Ray Roberts, Los Angeles general 
agent State Mutual Life, spoke at the 
meeting of the Life Insurance Forum of 
Los Angeles on “Establishing and Main- 
taining a Clientel.” 








Presides at Meeting of 
Life Insurance Counsel 











ALFRED HURRELL, Newark, N. J. 


Alfred Hurrell, vice-president and 
general counsel of the Prudential, who 
is president of the Association of Life 
Insurance Counsel, presided this week 
over the semi-annual meeting at White 
Sulphur Springs. Mr. Hurrell is a dis- 
tinguished attorney. He was formerly 
assistant district attorney of Erie 
county, N. Y., of which Buffalo is the 
chief city. He served as counsel for the 
New York state insurance department 
and for over four years was attorney 
for the Association of Life Insurance 
Presidents. Mr. Hurrell was born in 
Ft. Erie, Ont. His home is in Glen 
Ridge, N. J. 











especial need. 


Agent tells us.— 


noon off, too?” 


policy. 


Ind ‘pendence Square 





Underwriter Baseball 


General Agents, although ardent lovers of the national 
game, advise their production staffs to be sparing of ball 
park afternoons, because unceasing industry is Summer’s 
Nevertheless, life underwriters, like the 
generality of citizens, do and will revel, some moderately, 
some extravagantly, in this favorite expression of patriot- 
ism. And sometimes payingly. Our Brooklyn General 


When Brooklyn played the Giants for the first time this year, 
two of my best men took the afternoon off to see the good old 
Dodgers resume where they left off last year. 


At the ball park a public utility truck parked beside them. Both 
men have done considerable Salary Savings business for its owners. 


Our two hailed the driver, saying, “So you’re taking the after- 
“Not with my Company!” was the answer. 
both of us are connected with your Company, and we’re taking the 
afternoon off!” That was the approach. It led to a delivered $8,800 


Business everywhere for the quick mind and seeing eye! 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


“Well, 


Philadelphia 




















Frazier-Lemke Act 
Unconstitutional 


U. S. Supreme Court Action Sus- 
tains Faith in Inviolability 
of Contracts 


ENDS ANOTHER THREAT 


Life Company Officials Greatly Cheered 
by Finding; Legal Tangle Re- 
mains for Solution 


The Frazier-Lemke farm mortgage 
moratorium act was ruled unconstitu- 
tional by unanimous decision of the 
United States Supreme Court this week. 
It was declared the act violated the fifth 
amendment to the constitution, in that 
it provided for taking property without 
due process of law. 

The decision leaves the companies 
face to face with a legal tangle in un- 
doing the things that were done under 


the act, but life company officials were 
greatly cheered by a number of conclu- 
sions arising from the Supreme Court 
ruling. First, of course, is the practical 
assurance that this will be an end to 
attempts to overthrow or write down 
mortgage contracts on real estate. 


Appears to End Issue 


While the national administration is 
credited with the intention to rush 
through a revised bill to make the NRA 
legal, in line with the Supreme Court 
ruling on that matter the same day as 
on the Frazier-Lemke act, it appears 
that the mortgage moratorium opinion 
is so clear cut on a number of vital 
points that the Frazier-Lemke act could 
not be rewritten to accomplish the pur- 
poses desired and at the same time be 
in line with the Supreme Court deci- 
sion and the constitution. 

Of equal interest is the general be- 
lief of company officials that the threat 
which has been hanging over their 
heads for many months of amendment 
of the Home Owners’ Loan act to per- 
mit mortgage moratorium and _ reap- 
praisal as in the Frazier-Lemke act is 
ended. This would have affected a vast 
amount of city real estate loans of the 
life companies. The company executives 
had felt that a Supreme Court ruling 
sustaining the Frazier-Lemke act surely 
would have brought simiiar revision of 
the Home Owners’ Loan act. 


May Reinstzte Actions 


While the Supreme Court opinion 
throws out all reappraisals of farm mort- 
gages and farm mortgage moratoria a!- 
ready ordered, there remains certain le- 
gal procedure necessary to repair the 
damage done by the act. Lawyers gen- 
erally consider that the first step will 
be motions by company counsel to re- 
instate the original actions so these may 
again be adjudicated in line with the 
Supreme Court findings. There have 
not been many appraisal orders ren- 
dered reducing amount of mortgage, nor 
many moratoria allowed. Probably all 
the orders entered have been appealed. 
There are also a great many cases pend- 
ing, all of which of course are invali- 
dated and undoubtedly will not be 
pushed by debtors. 

Life company executives feared the 
Frazier-Lemke act not so much because 
of the harm it would do directly, but 
because it challenged the fundamental 
idea of the inviolability of contract. The 
life insurance institution is founded on 
the law of contract, and if the destruc- 
tive principle in the Frazier-Lemke act 
had been sustained, company officials 
feared it would have been invoked in a 

(CONTINUED ON PAGE 19). 
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qr in The U.8. A. 
On Benefits Paid 


The Business Men’s Assurance Com- 
pany has been in the Accident and Health 
business for nearly 26 years. 


During that period, it has advanced to. 
6th-place among all stock Accident and 
Health companies (excluding industrial), 
on the basis of benefits paid policyholders 
and beneficiaries. 


The five companies leading B. M. A. 
have been in business from 39 to 86 years. 


Life Insurance was added in 1920, and 
the Company now has more than $100,000,- 
000.00 of Life Insurance in force. 


B. M. A. salesmen enjoy the distinct 
advantage of being able to provide all stand- 
ard forms of Life Insurance, as well as 
Accident and Health contracts to replace 
incomes otherwise cut off by life’s great 
hazards... . 


Sickness Accident 


Financial Difficulty 
Old Age Death 
“It Pays All Ways” 





ac $ROr— 


Business Men's 
Assurance Company 


KANSAS CITY, MO. 


W. T. Grant, President 














Pennsylvania Federation in 
Annual Meet at Pittsburgh 





JOHN FISHER IS PRESIDENT 





Commissioner Outlines Objectives of 
Insurance Department—Standard 
Policy Forms Sought 





Former Governor John S. Fisher of 
Pennsylvania, chairman of the board Na- 
tional Union Fire, was elected president 
of the Insurance Federation of Penn- 
sylvania at its annual meeting in Pitts- 
burgh, succeeding Alvin D. Beyer, presi- 
dent of Alvin D. Beyer, Inc., Norris- 
town. 

J. V. Herd, vice-president and secre- 
tary of the Fire Association, was chosen 
first vice-president and Jay N. Jamieson, 
executive vice-president of Reliance Life 
of Pittsburgh, vice-president to succeed 
the late H. G. Scott. J. D. Pharaoh of 
Philadelphia was chosen treasurer and 
and H. W. Teamer of Norristown was 
retained as secretary-manager. 

Other officers reelected are: Vice- 
presidents: W. J. Anthony, Pittsburgh; 
F. D. Buser, Philadelphia; E. E. Cole, 
Jr., Pittsburgh; W. B. Corey, Philadel- 
phia; Thomas B. Donaldson, Newark; 
Elwood Hoot, West Point; W. F. Ken- 
drick, Philadelphia; W. G. McBlain, 
York; W. E. Roehrs, Philadelphia; Fred 
A. Service, Sharon, A. M. Waldron, 
Philadelphia, and A. S. Wickham, Phila- 
delphia. There were 57 directors elected. 

The standardization of policy forms 
was enumerated among the prime ob- 
jectives of the Pennsylvania department 
by Commissioner O. B. Hunt. Anu ef- 
fort will be made to completely organ- 
ize the insurance department so that il- 
legal and grossly unfair contracts can 
be completely obliterated which will be 
a fundamental step toward standardized 
policy forms. The ultimate result will 
bring about uniform company practices, 
uniform court decisions and uniform 
rates. The policyholder will be able to 
understand when he purchases a certain 
type of contract that he will be covered 
in a certain manner and not in a more 
restricted manner as some companies 
might see fit to include in their con- 
tracts. This task will take time, but 
will be of great service to companies 
and policyholders. 


Great Responsibilities 


Mr. Hunt cited the great responsibil- 
ity of the Pennsylvania insurance de- 
partment in supervising domestic and 
foreign insurers with aggregate re- 
sources of over $24,000,000,000. His 
specific program for a more efficient in- 
surance department was outlined. He 
has already established a division of 
company control to audit the annual 
statements of all admitted insurers and 
check any items or conditions that may 
adversely affect financial standing. Ef- 
forts are being made to curtail the ac- 
tivities of unlicensed companies, approx- 
imately 150 of which have been known 
to operate in the state. 

Although Mr. Hunt has attempted to 
secure passage of amendments to the 
insurance code, he feels it is out of date 
and should be entirely revised through 
appointment of an insurance code com- 
mission. Intelligent thought toward a 
proper solution will necessitate careful 
study and consideration and the delib- 
erations will probably extend over a 
year, during which time public hearings 
will be held. 

New machinery for liquidation or dis- 
solution of defunct companies, depart- 
ment supervision on all types of in- 
surance contracts, will be sought. 

President Beyer said that the federa- 
tion is helping to cement friendship and 
understanding between insurance inter- 
ests, bringing companies and men 
closer together and creating a greater 
tolerance, sympi'thy and good will to- 
wards the insurance business. 

The fact that the Pennsylvania legis- 





lature is composed of almost 50 per- 









“First Hundred Years” 
Covered in New Volun 

















The New England Mutual has jsgyJ 
a very artistic and carefully prepa, 
volume entitled “The First Hunde 
Years,” which is a historical review 
the company’s history since it was chy 
tered in 1835. It is divided into fy, 
quarters, of a century, the first runniy 
to 1860, the second to 1885, the thi, 
to 1910 and the next to 1935. It fink 
up its own landmarks with histor; 
features of the country. It is profuse 
and elegantly illustrated. Sydney j 
Clark, the author, is a well know 
travel writer. Among his books x 
“Cathedral France,” “Old Glamours ( 
New Austria,” “Many Colored Bg 
gium,” and “England on Fifty Dollars} 
At the end of the book is a recapityl| 
tion of important events and dates ; 
the history of the New England \y 
tual. In the early part of the book j 
a cut of Andrew Jackson, who wg 
president when the company was jy 
corporated, a view of Boston Comma 
the old statehouse and a cut of a mij 
coach used in 1840. In the last chapte 
are photographs of a stream-lined traiy 
a trimotored transport and Preside! 
Roosevelt speaking over the radio. 
















































cent new members has increased th 
difficulties in the present legislative ses 
sions, according to H. W. Teamer, se 
retary and manager Insurance Feder 
tion of Pennsylvania, in a review 
legislative activities. The various typs 
of legislation were discussed by Mr 
Teamer. Economic conditions have cre 
ated agitation for liberalizing mortgagi 
foreclosures. However, the function ¢ 
an insurance company is to pay it 
claims promptly and adequately and j 
can only do so when its resources at 
liquid. Mortgage legislation tends t 
put these reserves more or less in 
strait-jacket. Further increases in i 
surance taxes are being sought. 
present insurance pays over $15,000,0 
in the general fund, whiie only a litt 
over half a million goes to pay the 4 
penses of the insurance department. 0) 
measure which has been passed increast 
the capital stock tax on fire compa 
from three to five mills. There are 
number of bills restricting the busine 
which have not passed. These invol 
claim reserves, standard industrial Ii 
policy contracts, etc. There are a num 
ber of new bills affecting group instf 
ance extending the provisions of 
present law. 

On the second day special round tabl 
discussions were held. W. B. Cor 
secretary-treasurer of the Provident It 
dustrial Life, Health & Accident, pre 
sided at the Industrial Health & Act 
dent Conference at which C. G. Tripne 
general manager Lincoln Republic Lifé 
E. R. Deaver, president Progresst 
Life, and Albert Ries, secretary Phi 
delphia Mutual Aid Society, spoke. 

Jay M. Holmes, manager life depart 
ment of the Travelers in Pittsburg! 
headed the round table discussion ¢ 
life insurance. 

Policy forms, underwriting require 
ments, sales plans and _ opportunitié 
were discussed at the round table of tht 
health and accident insurance group 0 
which William A. Stumpf, assistaf 
Pittsburgh manager United State Fi 
delity & Guaranty, was chairman. 

The extensive protection afforded bj 
insurance was described by President 
elect Fisher. The growth and expansiot 
of insurance has led to immense capita 
accumulations which intimately affect 
the finances and credits of all forms 0 
business. The realization of the magn 
tude and ramification of insurance cre 
ates a great sense of responsibility to 
those who manage it. 

At the annual banquet former Gov: 
ernor Albert C. Ritchie of Maryland 
spoke on “American Self-Government— 
It Must Be Preserved.” He asked fof 
a balanced federal budget, sound and 
stable currency, and checking of the na 
tional debt. 
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Old Faithful Geyser — 


most famous of Yellowstone's 


= 


ay we 815s 


The Ohio National’s 
Builders Club Year 


is just beginning! 


Builders Club Members will meet at 
Yellowstone Park in 1936. 


Prospective General Agents 
are invited to write 


John H. Evans, Vice-President 


for a copy of the May issue of 
The Ohio National Bulletin. 





par Campaign 


with a Happy Ending at Yellowstone! 











/ \ CAMPAIGN is just starting. Of course, its primary 
object is to write new basiness. Individual achievement will be measured by the volume of paid for 
business the individual pays for. 

The first division of this campaign is patterned after a military campaign as you of course know, 
and this is the first message from the Commander-in-Chief: So far as | know, Commanders-in-Chief 
only issue orders. The military experts plan and. execute the campaigns. 


"Thirty Miles of Geysers" 


This campaign runs a year and will end in Yellowstone National Park. The most meticulous 
arrangements have been made for your entertainment.and pleasere there. A representative of the 
Purk, together with representatives of the railroads runping into the Park, have been at the Home 
Office, and it is known what will be offered to you for each hour for four and a half days in the Park 


it will be a meeting of the Builders Clob, an organization that has had twenty years of life 
and has been productive of much that is good in our Company as well as nvany fine friendships. 


While the major objective is to increase the production of sew business, there are objectives 
that can hardly be classified as minor but which are by-products of this enterprise. One of these is 
an enlarged if not a new version of our business. To some the undertaking wil) be too much, and 
such will unfortunately pass out of the business and may be less happy than before. But to others 
there will be revealed new possibilities that invariably are a result of new application apd new 
study in this, our chosen field, as it likewise is in every fleld of endeavor. 


Also it will enlarge the capacity of every man who really tries. Increased volume resulis from 
increased capacity. While it is true also that few of us in any walk of life work up to our caparity 
and therefore fall short of our privileges, some measure of this loss is due to ignorance. We do not 
know our abilities and these extra efforts enable us to learn and to prove our abilities and 
capacities and enable us to enlarge them. No man tries —- really tries — at any worthwhile thing 
with any measure of success who dees not become stronger because of the effort. 

Now, the Convention is a just reward for thase who really do try and will prove valuable for 
years to come. No one can ever associate with another in the same walk of life and not be better 
for the association, Even though I may aot be as strong as you, my lesser strength added to yours 
can not help but be more than yours alone. 7 


The whole contest for the whole year must be oo 4 basis of mutual belpfulness. Only then 
can it succeed. 4 ’ 
Written at Detroit, Michigan, 

May 5, 1935. : 
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Life Policy Real 
Social Security 


Cleary Finds It Best Vehicle for 
Purpose If National Philosophy 
Is Maintained 


NOTES DANGEROUS TREND 


« 


Northwestern Mutual’s President in 
Statesmanlike Address at Sales 
Congress in Rockford, II. 


No better vehicle for attaining social 
security so much discussed in legisla- 
tive halls today can be found than the 
institution of life insurance with its $98,- 
000,000,000 of potential estates—nearly 
one-third the wealth of the entire coun- 
try—its 64,000,000 policyholders and 
approximately $23,000,000,000 of ac- 
cumulated assets, providing the funda- 
mentally sound social philosophy of 
this country be maintained, President 
_M. J. Cleary of the Northwestern Mu- 
tual Life declared in a statesmanlike 
address at the joint sales congress of 
the Illinois and Rockford associations 
at Rockford, Ill. 

Mr. Cleary said it was neither legally, 
morally nor economically sound for 
government to say to the life com- 
panies that have made real estate loans 
that they could not collect them but 
must take less than the face amount 
called for. 

“Too much time has been spent 
weeping about the debtor and too little 





Honored at Lunch 











Cc. F. AXELSON 


C. F. Axelson, president of the IIli- 
nois Association of Life Underwriters 
and special agent of the Northwestern 
Mutual Life in Chicago, was honored 
at a luncheon this week tendered by 
the Hobart & Oates general agency of 
his company in Chicago. The affair was 
in recognition of the leading part Mr. 
Axelson has taken in the interest of the 
insurance code now before the legisla- 
ture of his state. He is a trustee of 
the University of Chicago and for more 
than 20 years has been a consistent pro- 
ducer for the Northwestern Mutual. 
Fellow agents iri the office spoke briefly 
at the lunch in recognition of Mr. Axel- 
son’s constructive work for life insur- 





(CONTINUED ON PAGE 11) 
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THE 


PROVIDEN 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, 
: FOUNDED 1887 


“io 


Thoroughly Modern Policy 
Contracts Meeting Every 
Life Insurance Need — Sold 
at Premium Rates on a Par 


Cost Practices. 





TENNESSEE 


the Best Low 





Actuaries of Pacific Coast 
Feature Investment Topics 





SACRAMENTO MEETING PLACE 





Life Company Officials in Charge of 
Investments Attend Spring Ses- 
sions of Actuarial Club 





Discussion centered mainly on invest- 
ment problems, management and con- 
tractual difficulties of life companies at 
the spring meeting of the Actuarial 
Club of the Pacific States in Sacra- 
mento, Cal., with executives in charge 
of company "investments present as well 
as the actuaries. Representatives from 
every Pacific Coast life company were 
present. 

Marcus Gunn, associate actuary Cali- 
fornia-Western States Life and _ presi- 
dent of the club, presided at all meet- 
ings except the investment _ session, 
when R. B. Richardson, executive vice- 
president Montana Life and immediate 
past president of the Actuarial Club, 
was chairman. 

Topics for discussion included mort- 
gage loans, state and municipal bonds, 
how to make small policies profitable, 
acquisition and renewal expenses, how 
to improve persistency, whether stock 
companies should write participating 
policies, taxation, disability insurance 
and pensions. 

Problems growing out of the reduc- 
tion of interest rates were given much 
attention and plans presented to enable 
the companies to meet the situation 
which now confronts them. 

Ray Riley, state comptroller of Cali- 
fornia, spoke on “Taxation,” partic- 
ularly those phases which affect life 
companies. The workings of the Fed- 
eral Housing Administration were ex- 
plained by a member of that group. 

Advisability of writing smaller poli- 
cies was discussed at length. Those 
present related their experiences with 
policies in the lower brackets, It 
seemed the general opinion that while 
this type of business is being written 
at a loss, some action on the part of the 
companies is advisable. Inasmuch as 
the plans presented to cope with this 
loss centered around economy, reduc- 
tion of agents’ commissions and increas- 
ing rates for the smaller policies, all 
these suggestions caused opposition. 
The Actuarial Club will hold its an- 
nual meeting at Del Monte, Cal., early 
in November. 


Negro Association Meeting 





Medical Section Is Organized with Dr. 
M. O. Bousfield of the Supreme 
Liberty Life Chairman 





At the annual meeting of the National 
Negro Insurance Association at Dur- 
ham, N. C., George W. Cox, agency di- 
rector of the North Carolina Mutual, the 
president, was in charge with W. 
Stewart of the Supreme Liberty Life in 
Chicago, as secretary. It was decided 
to establish a medical section, Rr. M. O. 
Bousfield, vice-president of the Supreme 
Liberty Life, being elected chairman, 
and Dr. C. C. Cater,-Atlanta Life, sec- 
retary. The action will not only con- 
cern itself with the medical problems of 
life companies but will develop a pub- 
lic health program for Negroes working 
in conjunction with goxernmental au- 
thorities in all directions. It will get 
bacg of a health educational movement 
and will concentrate especially on na-: 
tional Negro welfare week. The asso- 
ciation voted to make an appropriation 
for cooperative advertising and to pro- 
mote the activities of a health campaign. 
The next annual meeting will be held in 
Detroit. The Carolina Life acted as the 
official host at this year’s meeting. 

C. Bernard Giltin, president Rich- 
mond Beneficial Life, Richmond, Va., 
was elected president of the associa- 
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Take Straw Vote 
on National Meg 


Attendance of at Least 14x 
Agents at Des Moines Con. 
vention Indicated 


MAKING CARAVAN TRI 


Iowans Personally Contact Members y 
27 Associations; Additional 
Jaunts in June 


A straw vote of local associatio, 
members taken by members of the Dg 
Moines association’s committee on 3. 
rangements for the annual conventi, 
of the National Association of Lig 
Underwriters, Sept. 16-20 in “carayay’ 
trips over a wide area in the centr, 
west, indicates that 1,435 agents in 
cities and towns are planning to attenj 

The caravan trips will be continue 
throughout June, the next being Jun 
14-15, to Mason City, Ia., Minneapolis 
and St. Paul. J. J. Hughes of th 
Northwestern Mutual, Des Moines, wil 
address the Milwaukee association June 
20. On June 19 there will be a meet 
ing at Burlington and June 20 a nom 
meeting at Springfield, Ill., and evening 
session at Decatur, III. The following 
day there will be a noon meeting a 
Peoria, III. 


Seltzer Leads Contingent 


M. L. Seltzer, chairman of the at 
tendance committee, has led the dele. 
gations on most of these caravan trips, 
He is a man of great enthusiasm and he 
sees, on the basis of the straw votes, 
an attendance at the Des Moines con 
vention of around 2,000 practically as- 
sured. The trips have been running 
from two to four days, from two to 
four Des Moines association men go- 
ing along to address the local associa 
tions. 

Mr. Seltzer and Harry Haskins of the 
John Hancock, Des Moines, addressed 
the joint sales congress of the [Illinois 
and Rockford associations at Rockford, 
Ill., May 25. They gave talks in Water- 
loo, Ia., May 22; Dubuque, Ia., May 
23; Madison, Ia., May 24, Mr. Seltzer 
speaking on “The Law of Contract 
through the National Association.” Mr. 
Haskins is national membership chait- 
man for section 10. 

The work of building up nation-wide 
interest in the Des Moines meeting and 
securing large attendance is highly or- 
ganized. Trustees of the National as- 
sociation have been assigned two of 
three states each and state chairmen 
appointed as well. So far as is known, 
this method of “barn-storming” to stim- 
ulate attendance is unique in the Na 
tional association. 


Direct Mail Contacts 


A feature of the campaign has been 
the persistent direct mail contacts, 
which will continue up to the time of 
the convention. Most of the local as- 
sociations are at the point of adjourn- 
ing for the summer season. The straw 
vote just before the summer adjourn- 
ment was taken as a means of getting 
some acknowledgment out of local as- 
sociation members as to their attend- 
ance. Reminders will be sent fre- 
quently through local association presi 
dents. 

A letter was sent out May 22 by 
President J. F. Spargur of the Des 
Moines association and Chairman Selt- 
zer of the attendance committee to all 
national committeemen and local asso- 


(CONTINUED ON PAGE 11) 















ciation presidents, requesting that they § 
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“Ad” Men of Middle West 


Ote le We 
Hold Parley in Chicago 
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R C. BUDLONG IN CHARGE 








ast ] 
a Standardized Agency Contests Attacked 
S Con. aig! 
—Publicity Men Urged to Get 
q Out in Field 
TRIPS Members of the Life Advertisers As- 
sociation in northern and central west- 
ern states 4 a round —_ peaeeeecs 
in Chicago last week with Richard C. 
prnhen 4 Budiong, publicity director of the North- 
tional western. National Life, presiding as 
chairman. There were about 35 in at- 
tendance. The meeting was devoted to 
practical discussions of the problems 
Nesocies that are constantly before the heads of 
Oclationma® advertising departments of life com- 
of the Des panies. There was no time-consuming 
ee on af oratory. It was a round table exchange 
-onventioy of ideas and plans that have worked in 
of Li actual practice. ‘ 
‘, i The first half of the gathering was 
Caravan piven over to the addresses of the 
le centr scheduled speakers. There was a lunch- 
nts in gfe con at noon with Homer Buckley of 
to atteng Buckley, Dement & Co., Chicago, as 
hanes speaker. Most of the afternoon ses- 
continued sion consisted of impromptu discussions 
ing June and comment, and the mecting was 
nneapolsfee topped off with a theater party in the 
s of theme Cvening. S. A. Swisher, Jr.,” Equitable 
: : of Iowa, national president, and John 
ines, wil 3], McCarroll, Bankers Life of Iowa, 
10n June national secretary, were on hand and 
a meet: spoke at various times during the ses- 
) a noon sions, 
_ evening Greetings from Robbins 
ollowing CB. Robbi ; 
eting i . B. Robbins, manager and general 


counsel American Life Convention, ex- 
tended greetings on behalf of that or- 
t | ganization, saying that advertising men 
never had so much that they could tell 


Set about life insurance as they have today. 
ss “ta Not only has life insurance weathered 
aod the depression practically unscathed, 
+ vel but it can point to a low management 
ee } expense of only 1.1 percent, probably 
sity the lowest of any important business, 
cad Mr. Robbins said. He added that there 
eed 2 would be no need of the government 
cn a passing its social security program if 
oc the public would avail itself of the so- 
a cial security that is offered by the lite 
otal insurance companies. 

cea R. B. Helser, agency secretary Yeo- 
Illinois men Mutual, criticised the standardized 
ekfoll agency contest with all of its artificial- 
pe ities and allegorical allusions. Such con- 
Ma tests, Mr. Helser _said, may impress 
hin company officials with the idea that the 
sateaill advertising manager is doing a lot of 
Mr work, but they do not impress or inspire 
“chal agents. Mr. Helser referred especially 
a to such efforts as football contests, base- 
de ball contests, horse racing contests, etc. 
i> oll He said any contest should seek to get 
by @ the man in the field to thinking and 
eo talking more about life insurance and 
oo working harder to sell it. He expressed 
email preference for the sort of contest that 
all merely pits one agency against another 
i pte or one group of agents against another. 

e Na- House Organ Talk 
A, Scott Anderson, manager service 
section Equitable of Iowa, spoke on 
bell house organs and what they should con- 
‘acl tain. He explained the recent changes 
“a a in his own company’s house organ, the 
7 modernizing of it in various ways, and 
a told why these changes had been ef- 
vee fected. His talk aroused comment and 
there was some discussion of this gen- 

erin eral subject. ; 
$e Fred Fisher, advertising manager 
ie Lincoln National, discussed “Helping 
fre. Agents Use National Advertising.” He 
Pi emphasized the necessity of selling the 
. national advertising idea to the general 
» by agent and relying upon the general 
"De agent to make the selling staff enthusi- 
Selt- astic about it. The Lincoln National 
5 all gives its general agents advance proofs 
osu of advertising that is to run, and has 





arranged a comprehensive plan for its 
field men to tie in with some advertis- 
ing of their own in local newspapers. 












Mr. Fisher illustrated the various ways 
in which agents may hook up some 
local advertising with the national cam- 
paign. 

In his talk “Helping With General 
Agents’ Bulletins,’ Mr. McCarroll said 
managers should be encouraged to issue 
regular bulletins. Frequently they need 
more or less help from the home office 
because they are unfamiliar with .the 
mechanics of getting out a bulletin, 
makeup, type styles, etc. He suggested 
that all managers publishing such bul- 
letins exchange with others in the com- 
pany so that there might in this way be 
a circulation of ideas and styles for bul- 
letins. 

Ideas of Buckley 

Mr. Buckley, always an interesting 
speaker on direct mail advertising, laid 
down a few basic principles when he 
said: “It is a fallacy that the public 
will automatically seek the best. It is a 
fallacy that the public knows what it 
wants. It is a fallacy that the public 
will demand over any great length of 
time what it is not reminded of.” 

Mr. Buckley said it is a first principle 
of business that the successful business 
receives most of its orders, or at least a 
large proportion of them, from old cus- 
tomers. He criticised life insurance 
companies for not following up old pol- 
icyholders more closely, citing numerous 
cases and giving actual names where 





policyholders had been sold once and 
never called on again. 

In reference to direct mail work, he 
said there should be more attention to 
an intelligent cultivation of a mail plan 
rather than to so much thought to the 
mailing piece itself. In regard to na- 
tional advertising, Mr. Buckley said the 
experience of the largest national ad- 
vertisers has been that the weak link 
in the chain is the method of handling 
inquiries. It sometimes takes from one 
to six weeks before answers to national 
advertising are received, there being so 
much improper preparation for followup 
work. 

Agent Is Lone Wolf 


Douglas Murphey, advertising man- 
ager General American Life, discussed 
“Making Direct Mail Pay,” pointing out 
that agents are the lone wolves of the 
selling field because they are left to 
their own devices. Fortunately this is 
changing because both companies and 
agents are becoming alert to merchan- 
dising. Direct mail is being success- 
fully used to sell the salesmen, the com- 
pany and life insurance itself, which 
gives an agent a flying start when he 
actually comes in contact with the pros- 
pect. Mr. Murphey urged home office 
advertising men to get out on the road 
and attain first hand information on the 
needs of agents and prospects in order 





| 


to make their direct mail advertising 
more effective. 

Short talks by different members on 
various forms of advertising, samples 
which were passed around to the meet- 
ing, that have proved productive for 
their company occupied the remainder 
of the session. Among those comment- 
ing were A. W. Tompkins, agency vice- 
president State Farm Life; W. T. Plog- 
sterth, sales promotion manager Lincoln 
National; H. I. Johnstone, advertising 
manager United Mutual; J. M. Grimes, 
Jr., assistant advertising manager Bank- 
ers Life; R. B. Helser, agency secre- 
tary Yeomen Mutual; Alan Beck, ad- 
vertising manager Central States; A. W. 
Barnes, advertising manager, Illinois 
Bankers; Miss Nan Loughran, manager 
publicity department Old Line Life; E. 
E. Kirkpatrick, superintendent of agen- 
cies Ohio National; Ben Getzoff, agency 
supervisor Central Life of Illinois. 

Jens Smith, junior vice-president at 
the Pacific Mutual home office was in- 
troduced: The meeting closed after S. 
A. Swisher, Jr., Equitable of Iowa, 
commented on an activity schedule kept 
by his company and also on the prog- 
ress that has been made by the Life Ad- 


“‘vertisers Association so far this year. 


The Mutual Life of New York’s $250,000 
club is meeting this week at White 
Sulphur Springs. 











5 * Making of a Cleneral Agent 





This Company has come to the conclusion that General Agents are not 


just picked. They are made. 


We believe that with rare exceptions it is folly for a man to undertake 


the responsibility of a General Agency without adequate background 


and training. 


Just why we believe this and what our plans are for giving the pros- 
pective General Agent this adequate background and training is all 
set forth in a booklet entitled, “The Making of a General Agent”. 


This booklet was prepared primarily for the information of men in our 


own organization who are interested in becoming General Agents. 


However, we should be delighted to send a copy of it to anyone who 


is interested. 


ADDRESS C. C. FULTON, 


HOME LIFE INSURANCE COMPANY + 256 BROADWAY » NEW YORK 


2 


Ethelbert Ide Low, 


Chairman of the Board 


AGENCY VICE PRESIDENT 


James A. Fulton 


President 
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Young Agents of 
Franklin Life in 
Training School 








R. C. White, publicity editor of the 
Franklin Life of Springfield, Ill., is 
much impressed over the. recent sales 
school that the company had at its home 
office for young agents who have re- 
cently entered its service. He says in 
speaking of the event: 

“The 17 young agents who won, on 
a competitive basis, the distinction of 
attending the Franklin Life’s home of- 
fice: sales school, which scheduled nine 
hours’ work each day the week of May 
13, disregarded the company’s plans by 
doubling the scheduled program into 18 
hours a day and covering about twice 
as much ground as expected. If they 
are an index of the newer generation of 
life agents, the next few years should 





witness developments in selling that will 
asionish today’s most enthusiastic opti- 
mists. Never before has the Franklin 
gathered together a group of students 
so eager for information and so deter- 
mined to exert themselves to get it. 

“The inner workings of the interview 
and the practical psychology of the sev- 
eral varieties of sales talks, impromptu, 
organized, visual and ‘canned’ were sub- 
jects of intense interest. Instructors 
carefully avoided influencing students 
for or against any particular sales ele- 
ment, presenting fully and fairly all evi- 
dence both pro and con. Agents ac- 


cepted or rejected points disclosed by. 


that method in accordance with their 
individual reaction to the logic in- 
volved.” 


general agent General 
American Life in Cincinnati, has moved 
his office to 831 Temple Bar building, 
where he will have larger quarters. Mr. 
Smith was appointed general agent for 
the General American about a year ago 
and his agency has shown a rapid 
growth. 


R. W. Smith, 





“He Knows His Book” 


This has been said for years of 
men who have been successful in 
their chosen field. 


It should be especially true 
of those who sell Life In- 
surance protection for 
two outstanding reasons: 


First, 


to 


more soundly and, -sec- 
ondly, it eliminates fumb- 
ling when a quick answer 
is necessary. 





Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office - 


it enables a salesman 
advise his prospect 


Newark, New Jersey 





Notable Tribute Paid to 
Mrs. Nora Vincent Paul 














MRS. NORA VINCENT PAUL 


The National Surety in its agency 
bulletin or house organ, “The National 
Field Man,” pays a notable tribute to 
Mrs. Nora Vincent Paul of New York 
City, eastern vice-president of THE 
NATIONAL UNDERWRITER, one of the very 
successful business women of the coun- 
try. It is unusual for a company paper 
to select anybody in the field of in- 
surance newspaper work for comment. 
Mrs. Paul, in her work for THE 
NATIONAL UNDERWRITER, has made a 
name for herself in all sections and has 
taken a place alongside the most suc- 
cessful men in her special field. The 
“National Field Man” says: 

“Some years ago a friend of ours was 
bereft of her husband, leaving her the 
sole support of her young daughter. 
Taking up the work of field representa- 
tive of a trade journal, by sheer de- 
termination and grit and power of intel- 
lect she carried on, expanding and en- 
larging the scope of her activities until 
today she is an outstanding executive in 
the field of journalism. Undaunted by 
handicaps that would have stopped the 
strongest man, giving no quarter and 
expecting no favor in competition, she 
simply went about her job of making 
good and of creating her own prosper- 
ity. We bow in homage to a real busi- 
nesswoman who is, withal, a solicitous 
mother, a_ gracious hostess and a 
staunch and loyal friend to those who 
know her best. This jittery old world 
needs more people of the courageous 
type of Nora Vincent Paul.” 


B. W. Boyd Becomes Agency 
Director of Alliance Life 





B. W. Boyd, who was manager of the 
Cleveland office for the Abraham Lin- 
coln Life, has joined the Alliance Life 
of Peoria, Ill, and has been appointed 
vice-president and agency director. The 
Alliance Life announces that the entire 
Cleveland organization has gone over to 
the Alliance Life. A new organization 
has been formed called Alliance Agen- 
cies, Inc., with headquarters in the Wil- 
liamson building. Fancher is 
rresident of the agency; C. S. Swann, 
secretary, and E. W. Faber, treasurer. 
Mr. Boyd entered the insurance busi- 
ness in 1908 as an industrial agent for 
the Prudential in his home town of 
Bedford, Ind. He became a successful 
persona! producer and in 1910 was sixth 
ranking for the company in ordinary 
production. He became manager in 
Bedford in 1911 and headed a most suc- 
cessful organization. In 1917, with his 
cousin, Lowell T. Boyd, he founded a 
general agency for the Equitable Life 
of Iowa in Kokomo, Ind. He then made 














a connection with the Missouri State 
and later with the Abraham Lincoln. 


————s 
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“I Use It Myself” 


Life insurance will never be 
sold like tenpenny nails, tooth 
paste, soup, or patent medi- 
cine. It will never be wrapped 
up and passed across a counter. 
It will never be displayed in 
store windows or on shelves, 
and no retail clerk will ever 
say to you: “This is a good 
policy. I use it myself!” 

















No. Life insurance will never 
be bought that way. Delicate, 
highly specialized, it must be 
sold by men trained to advise 
you about the particular policy 
best suited to your needs. You 
expect counsel when you buy. 
You want to deal with some- 
one in whom you can confide, 
knowing that your confidence 
will be secure. You want 
advice sympathetic with your 
needs. Provident Mutual rep- 
resentatives are ready to give 
you this advice. Consult them 
as you would your doctor or 
your lawyer. Depend on this: 
You may depend on them. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY 
OF PHILADELPHIA — Founded 1865 





Theadvertising of 
Provident Mutual re- 
flects its pride in the 
character of its agency 
force. 
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[ New President 











CLANCY D. CONNELL 


C. D. Connell, who was elected presi- 
dent of the New York State Life Un- 
derwriters Association at its annual 
meeting in Syracuse, is general agent of 
» the Provident Mutual Life in New York 
' City. He is former president of the 
New York City Life Underwriters As- 
© sociation, 1931-2, and was previously 
» treasurer of that body. 

% Mr. Connell joined ‘the Graham C. 
© Wells Agency of the Provident Mutual 
in New York City in 1920 and in 1927 
became a partner in the firm. In 1932 
Mr. Wells retired and Mr. Connell con- 
tinued as sole general agent. Previous 
to going into insurance Mr. Wells was 

> engaged in the boys’ work division of 
= » the Y. M. C. A. He is a graduate of 
Hamilton College. 

Mr. Connell has made a notable rec- 
ord both as a personal producer and an 
agency executive. He is particularly 
well known as an authority on time con- 
trol,'on which subject he has made a 
number of addresses. He lives in West- 
field, N. J., where his ability and en- 
thusiasm as an organizer cause him to 
se - bein great demand for civic enterprises. 
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Wisconsin—Assembly passes bill re- 





ir pealing tax reciprocity by which an in- 
- » surance company of another state oper- 
e * ating in Wisconsin is not required to 


') pay a higher tax than a Wisconsin com- 
u "> pany operating in the home state of the 
» foreign company. The bill would make 
all insurance companies operating in 
e Wisconsin subject to uniform taxation, 
le * and is estimated to bring in from $200,- 
: 000 ta $250,000 of additional insurance 
taxes, 

Michigan—Legislature adjourned with 
only a few important measures enacted. 
Several inimical bills were defeated, in- 
cluding the so-called Texas “investment 
law” and a bill providing that delivery 
of a policy constitutes prima facie evi- 
dence of the good health of the applicant 
as of date of issuance. 

_ Oklahoma—The measure giving the 
Insurance commissioner authority to ap- 
ply for receivership for any insurance 
company when he deemed it best for 
the policyholders has been _ pocket 
vetoed by Governor Marland. * * * 
The legislature has passed the bill pro- 
viding for changes in regulation of mu- 
tual associations. The old age benefit 
section now permits the waiving of any 
showing as to permanent or total disa- 
biltiy, which the old law required. 
Under the old statute separate reserve 
funds were provided for, while under 
the new law all finances are assembled 
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New Hobbs Bill Appears 


in the U. S. Congress | 





Congressman Hobbs of Alabama has 
introduced a new bill in Congress known 
as House Bill 8207, making it unlawful 
for any insurance institution to use the 
mails to solicit or effect insurance or 
collect or transmit premiums in any state 
without first securing a permit from the 
Securities & Exchange Commission of 
the United States. Congressman Hobbs 
introduced the famous Hobbs bill early 
in the present session providing that no 
company could use the mails in any 
state if it were not regularly licensed. 
This brought out opposition from many 
sources and the bill was killed in the 
commitee. 

Under the new bill companies are re- 
quired to comply with the insurance laws 
of the state where insurance is carried 
on. However, the section will’ not ap- 
ply to newspapers, magazines nor peri- 
odicals of general circulation nor to re- 
insurance contracts nor to any individ- 
ual, partnership or corporation holding 
a permit isued by the Security & Ex- 
change Commission. The purpose of 
the act is to prevent the use of the mails 
to concerns which are regarded as un- 
safe. so that the public may be pro- 
tected. The penalty for violation is a 
fine of not more than $5,000 and im- 
prisonment for not more than two years 
or both. 


Clark Asks Rehearing 


DES MOINES, May 29.—Commis- 
sioner E. W. Clark has filed a petition 
for rehearing in the Iowa supreme court 
in the case in which he sought to re- 
strain in the state executive council from 
forcing him to appear and explain his 
position in connection with official acts 
involving a report on the Royal Union 
Life and a merger of two fraternals. 
The supreme court recently held that 
the executive council had the power to 
compel Clark’s appearance, overruling 
the Polk county district court. 

Clark’s term of office as commissioner 
expires July 1. Ray Murphy already 
has been appointed to succeed him and 
confirmed by the senate. It is regarded 
as unlikely that the executive council 
will proceed with removal proceedings 
while the motion for rehearing is pend- 
ing. Mr. Clark is therefore expected to 
hold office until the conclusion of his 
term. 











into one general fund for the benefit 
alike of all groups. The 50-cent fee for 
medical examination is abolished. 

Ohio—House passes bill regulating 
group life insurance. The state has no 
such law now. Group insurance is de- 
fined and standard provisions for pol- 
icies given. House passes bill exempt- 
ing contracts for health, disability or ac- 
cident from creditor’s claims. * * * Sen- 
ate passes bill prohibiting publication, 
advertising and soliciting business with- 
out compliance with the state insurance 
laws. 

Alabama—Owing to massed protests 
the ways and means committee voted 
to eliminate all fraternals from the li- 
cense schedule in the new revenue Dill. 
A delegation appeared before the com- 
mittee in protest headed by Mrs. Ethel 
Helliway, state manager Woodmen Cir- 
cle... The committee refused to elim- 
inate a provision incréasing premium 
tax on foreign life and casualty com- 
panies from 2 to 2% percent. The pre- 
mium tax on domestic companies was 
left at 1% percent. 

California—Life underwriters are pro- 
testing a proposal to extend inheritance 
taxes to the benefits of life insurance 
policies. A great number of protests 
also have been made by holders of life 
insurance in California. 


“Fraud in Medico-Legal Practice” by 
Sir John Collie, price $3.50. This is an 
important practical work for claim ad- 
justers, dealing with accidents and ill- 
— It is sold by The National Under- 
writer. 
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A POWERFUL SERIES of page ads appearing monthly in The Satur- 
day Evening Post and Time Magazine, plus the weekly nation- 
wide broadcast of “Roses and Drums”, is spreading this message 
to millions of serious-minded fathers. 

To most of these fathers it offers far more protection for their 
families than they ever hoped to give them. In a way that’s 
unique in insurance advertising, it shows clearly that the cost is 
within their means. 

An amazing number of these fathers are live prospects for 
Union Central Life’s new Multiple Protection Plan and this adver- 
tisement builds an effective background for the agents’ interviews. 

The result is: the Multiple Protection Plan in a few short 
months has become a sensational success . . . as reflected in the 
personal production records of hundreds of Union Central 
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APPROVED  °‘\ 
by the greatest of all 
| testing laboratories 
—the policyholders. 
Nationally known men : 
have volunteered their 
endorsements. Watch 
for them in Collier's, / 
Saturday Evening Post / 
and Time... 
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Share the Wealth 


BOVE all the wild cat ideas for lifting our- 

selves by our financial bootstraps stands Fi- 
delity’s time tested plan for guaranteed security in 
old age. 


Fidelity originated the “Income for Life” plan 
more than thirty-two years ago. The thousands 
who have adopted it offer outstanding evidence of 
what man can do for himself to safeguard the 
golden years of his life. 







Here is a wealth sharing plan which gives with- 
out denying any man the fruit of his labors—just 
one of a complete kit of modern sales tools. 


cP IDELITY MUTUAL LIFE 
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WALTER LEMAR TALBOT, President 
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RECORDS 


Indianapolis Life—New business for 
the first 18 days of May was 14 percent 
ahead of the entire month last year. In- 
surance in force for the first four 
months is more than double the gain 
for the entire 1934. Requests for loans 
have decreased even below normal. 


Lincoln National—The largest num- 
ber of policies ever mailed in one day 
was sent to new policy owners on May 
20. This record volume was due to the 
sales drive being staged in May in honor 
of A. F. Hall, president. May is known 
to the field men as “Hall Month.” The 
largest number of honor club members 
in its history have qualified this year 
for the annual agency convention. The 
meeting, a week-long affair, will include 
a homecoming at Fort Wayne June 24 
and a Great Lakes cruise on the S 
“Noronic” June 25-29. A 91 percent 
increase over the number of men who 
qualified for the convention two years 
ago, and a 106 percent increase over the 
number last year is found in latest 
records. 

Conservative Life, Ind.—It reports for 
the first five months an increase in in- 
surance in force of 18 percent over the 
first five months of 1934. Premium in- 
come made a net increase of over 8 per- 
cent. 

Frank C. Wigginton, Pittsburgh, State 
Mutual—Increase of 83.6 percent in May 
paid business. Number of applications 
submitted in month largest in the 60 
years history of the agency. Paid busi- 
ness for first five months exceeds same 
period of 1934 by 64 percent. General 
Agent Wigginton and four associates, 
Misses Adele J. Gumbert and Florella A. 
Wallace, and J. C. Maharg and E. V. 
Gettys, have qualified for the agents’ 
convention in June. 

Claude Fisher, Des Moines, Connecti- 
cut Mutual Life—Paid business for year 
30 percent ahead, P. M. Fraser, execu- 
tive vice-president, addressed the 
agency’s last meeting. 

C. W. Peterson, San Francisco, Phoe- 
nix Mutual Life—Gain of 43 percent in 
paid premiums, exclusive of single pre- 
miums, for first four months. 

Chester O. Fischer, St. Louis, Massa- 
chusetts Mutual—During life insurance 
week wrote 49 applications for a vol- 
ume of $352,294. Of these 38 were on the 
prepaid basis, the prepaid volume 
amounting to $196,371. A. E. Veith led 
with five applications, four of which 
were prepaid. This was the best week 
the agency has had since the week of 
Jan. 7. 

J. H. Cowles, Los Angeles, Provident 
Mutual Life—Four-month volume 37 per- 
cent ahead in submitted and 30 percent 
in paid business. Gain of 52 percent in 
paid premium volume and an increase of 
13 percent in number of applications. 

A. F. Haas, Mutual Life of New York, 
Pittsburgh—New life insurance and an- 
nuities sold during life insurance week 
totaled $751,034. First four months show 
the agency had a 19 percent increase in 
new business over 1934, and 37 percent 
over 1933. 

Chester O. Fischer, St. Louis, Massa- 
chusetts Mutual Life—49 applications 
for $352,000 written during Life Insur- 
ance week. 





Whatley Addresses Meeting 


Three Aetna Life Agencies Hold Joint 
Gathering at Turkey Run Park 
in Indiana 








Vice-president S. T. Whatley of the 
Aetna Life agency department; H. N. 
Lonergan, supervisor of the group divi- 
sion of the home office, and Willard 
Cousins, accident department superin- 
tendent for the central west district, 
attended from the home office at the 
joint four day spring conference and 
outing of the Indianapolis, Chicago and 
Grand Rapids agencies at Turkey Run 
Inn, Parke county, Ind. Mr. Whatley 
discussed the company, which is well 
ahead in business this year, and told 
of problems which life. companies are 
meeting in making investments. Paul 








Plan Approved in Mexico 
for Federal Life Company 


President Cardenas of Mexico hy; 
given his approval to a new law Calling 
for the establishment of a state cop. 
trolled federal life company which is ty 
have a capital of 1,000,000 pesos 
amounting to $280,000 in United State 
money. The Mexican government yjlj 
provide 600,000 pesos and the rest yilj 
be secured by the sale of 400 shares of 
stock worth 1,000 pesos each. The 
plan is to govern this company by q 
board of directors of seven people, two 
representing the state and the other the 
public stockholders. The name will be 
“Seguros de Mexico S. A.%” and it will 
engage in all forms of life business jn 
compliance with the general laws. [t 
will be a mutual company paying diyj- 
dends to policyholders and a share of 
the profits up to 6 percent to the stock. 
holders. 

There are two stock life companies in 
Mexico that write about 60 percent of 
the business in the republic, they being 
the Latin American and the Nacional, 
The Mutual of Mexico does a small 
business. 

The Mexican business of the Sun Life 
of Canada is to be transferred to the 
Seguros de Mexico. The Sun Life has 
been inactive in Mexico for several 
years, merely collecting premiums and 
servicing existing business. There was 
conflict with the government over reg- 
ulations governing investment in Mex- 
ican securities. 


Program for Counsel Meet 


The tentative program for the annual 
convention of the International Associa- 
tion of Insurance Counsel at White Sul- 
phur Springs, W. Va., Aug. 28-30 is an- 
nounced by W. R. Mayne, president. 

The speakers will include R. H. Jack- 
son, general counsel internal revenue de- 
partment; J. H. Collins, attorney Metro- 
politan Life, on “Introduction of the 
Common Law of Life Insurance”; H. S. 
Ives, special counsel Association of Cas- 
ualty & Surety Executives; L. B. Jones 
of Misissippi, on “The Case at Bar’; 
R. L. Webb of Kansas, on “Liability of 
Insurance Company When It Takes Full 
Charge of the Investigation and De- 
fense”; L. P. Kristeller, New Jersey, 
“Mortgagee Under the Standard or Un- 
ion Mortgage Clause, Some of His 
Rights and Liabilities’; R. B.- Mont- 
gomery, Jr., Louisiana, “The Effect of 
the Presumption Against Suicide Upon 
Burden of Proof in Life and Accident 
‘Cases,” and Willis Smith of North Caro- 
lina. 


American Central Meeting 

F, R. Fisher, vice-president American 
Central Life, left for St. Joseph, Mo, 
on Tuesday to conduct a two-day meet- 
ing of district superintendents in the 
southwestern territory. Production 
plans for the inauguration of an intens- 
ive drive during June and continuing 
throughout the remainder of the year 
were the chief topics of the meeting. 











Speicher, “Research & Review,” also 
spoke. 














































Samuel Simpson, son of P. W. Simp- | 


son, the Indianapolis general agent, won | 


low gross in the golf tournament. The 
Chicago softball team won the cham- 
pionship in a series of games, Grand 
Rapids winning from Indianapolis in 
the first game, but being defeated by 
Chicago in the final game, 8-1. 


Each agency was given an hour in the [ 
business session for a special educa- 


tional program. The 
agents, with General Agent 
Simpson, opened the first morning with 
a program devoted to prospecting and 
accident and health. The Chicago 
agency, with General Agent R. S. Ed- 
wards presiding, had a program of spe- 
cial sales plans the second morning and 
Grand Rapids, with General Agent H. 
W. Florer presiding, took up approach, 
interview and close on life income dur- 
ing the third morning session. 


Indianapolis | 
Pp. W. | 
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Tulip Time in Holland 
Appropriately Celebrated 








It is tulip time at Holland, Mich. This 
region was originally settled by people 
from Holland 

and the home 
country tradi- 
tions and cus- 
toms are main- 
tained to a cer- 
tain extent. The 
Holland, Mich., 
people take spe- 


cial pride in 
their tulips to 
be found not 


only in private 
gardens but in 
the parks and 
along the park- 
ways of the 
streets. In fact, 





Anies in the city of Hol- 
~— of land, Mich., had 
y being planted last fall 
acional, 3,000,000 tulip 


L small bulbs along 


= w. 3, Gave parkways and 
t . _ in parks. This 
O the Be makes about 12 miles of tulip lined 


ife has 
several 
ns and 
re was 


streets. People from far and near go 
to Holland during the tulip season to 
see the beautiful display. 

Preceding the annual celebration of 





nee tulip time the people all get together 
| Mex: Be and according to an old country custom 
the streets are cleaned for the tulip 
festival and procession. The men carry 
et buckets of water attached to yokes 
annual across their backs, they swish the streets 
SSOCia- and the women come after them with 
e Sul brooms and do the sweeping. One of 
is an- the notables in Holland, Mich., who 
nt. takes an active part in all civic activi- 
Jack- ties is W. J. Olive, general agent of the 
ue de- Franklin Life, one of the most consci- 
Metro entious and successful life men of the 
f the country. Here he is shown in his street 
H. S$ cleaning costume, as he appeared this 
fF Cas- year, assisting in preparing for the big 
Jones event. 
Bar”; —_—_ 
ity of e e 
; Ful p) Life Policy Real 
| De- ° ° 
se Social Security 
r Un- 
‘ His (CONTINUED: FROM PAGE 6) 
ge in thinking of the interest of the thrifty 
Goes citizen with a sense of responsibility to 
den his family and society, who slaved and 
Pave: saved to pay his life insurance pre- 
miums,” said Mr. Cleary. “We don’t 
make progress by pauperizing one in- 
dividual to save another. Mr. Cleary 
4 said this new attitude toward the invio- 
rican lability of contracts is destructive. 
Mo., “There never was a time when straight 
neet- and sound thinking was more import- 
the ant, he said. “The United States is 
ction faced with vast economic, social and 
tens- other problems. We must roll up our 
uing sleeves and gett to work. The fog 
year |) Won't clear up until we do. No mir- 
ig. | acle man or Moses will arise to lead us 
out. 
a “I am deeply hopeful that when we 
also think of the problem and the answer to 
sociat security we shall think sanely, 
imp- think of the record of the life insurance 
won |@ institution.” 
The [} He said life insurance is not only a 
1am- |§ highly effective means for attaining so- 
rand cial security, but it has produced actual 
y mi results for millions of people in foster- 
| by ing and maintaining their self-respect 
and enthusiasm. He said the outstand- 
the ing result of the newer order of social 
uca- security patterned by government is 
olis | loss of pride on the part of Americans 
W. @ in their personal freedom, citizenship 
with and opportunity for personal achieve- 
and ment. He cited the statement of a 
ago speaker that 50 percent of the people 
Ed- had reached a state of mind in which 
spe- they were willing to trade personal 
and freedom for assurance of security. Mr. 


H. Cleary said he wondered if the state- 

ment might not be easily accepted. 
“The philosophy taught me was to 

provide for myself and my dependents 










if I had bad health, and if I did not do 
this a stigma would attach to me. I 
am afraid we have broken down that 
theory in altogether too general a way 
and developed another philosophy that 
says, ‘Do these things if you can, but if 
not, we will provide for you.’ 

“We of the life insurance institution 
in the United States through millions 
of contacts have the opportunity to help 
rehabilitate pride in citizenship and 
sense of personal responsibility that 
makes life worth while. We have the 
vehicle by which the man of small 
means can provide for his family and 
preserve his self-respect.” 

The defeatist attitude widespread to- 
day is not warranted, he believes. There 
is a tremendous accumulated demand 
for products of capital and industry. 
Much work will be offered in replacing 
old railroad equipment with modern 
light, high speed type. He also dis- 
cussed inflation whose real victims are 
that great class of average men and 
women who receive weekly pay checks. 
He characterized as loose thinking the 
belief that inflation here would be the 
same as in Germany and Austria-Hun- 
gary. The situation is entirely differ- 
ent here with 126,000,000 people and 
every material out of which a great in- 
dustrial structure can be made. 

Mr. Cleary gave a strong argument to 
use on the prospect who is concerned 





over monetary trends and devaluation 
of the dollar. Such a man, he said, 
could say to the life insurance com- 
pany, “I don’t like the weight of the 
dollar this year. You keep it, pay me 
the interest, and I’ll wait for a better 
valued dollar.” 


Take Straw Vote 
on National Meet 


(CONTINUED FROM PAGE 6) 
lay special stress on the national meet- 
ing in their state gatherings before the 
summer adjournment. There have been 
sent out already 16 series of letters. 

These have gone to general agents 
and managers throughout the United 
States, 600 local association members, 
officials of Des Moines home offices and 
those of other companies throughout 
Iowa and adjoining states, the 137 local 
association presidents, national commit- 
teemen, etc., 19 presidents of state as- 
sociations throughout the country, 40 
state attendance chairmen, national as- 
sociation trustees and to 3,085 national 
association managerial members. 

Mr. Seltzer states that 6,500 to 7,000 
contacts have been made on the caravan 
trips, on which basis the straw vote 
would indicate an efficiency ratio of 
about 22 percent. 








McKinney Is New Head of 
Canadian Agency Officers 


At the annual meeting of the Cana- 
dian Association of Life Agency Off- 
cers in Quebec these officers were 
elected: President, E. H. McKinney, 
superintendent of branches Ontario 
Equitable; executive committee, 
Kelsey, Prudential of England, Mon- 
treal; W. F. Smith, Continental Life, 
Toronto; J. L. Routly, Great West 
Life, Montreal; W. S. Penny, Sun Life, 
Montreal; W. Bolton, Confederation 
Life, Toronto; H. N. Watt, Canada 
Life, Toronto. J. O. Gallow, agency 
secretary Imperial Life, Toronto, was 
reelected secretary-treasurer. } 

Robert T. Boyes, western Ontario 
supervisor of the Excelsior Life, was 
elected president of the Life Insurance 
Conservation Association. 


Missouri Code Definitely Dead 

The proposed Missouri insurance 
code, which has been moribund for 
several weeks, is now definitely dead. 
It was doomed when the Missouri sen- 
ate tabled all measures now on its cal- 
endar for perfection. This was done to 
clear the way for final adjournment. 
Proponents of the code say that it will 
be introduced at the next session. 














ORGANIZED 1880 


Agency Openings 
at 
Asheville 
Charlotte 
Fayetteville 
Greensboro* 


Hickory 





Salisbury 
Shelby 
Sparta 

Wilmington 


*Already Closed 





ORTH 


CAROLINA 


The Minnesota Mutual is now conducting an ex- 
tensive reorganization and development pro- 
gram in some parts of North Carolina. 


Men, with a combination of an ability to pro- 
duce and organize and of good character, 
looking for a new connection affording reason- 
able financing, should make immediate inquiry. 


Fill out and mail the coupon below to 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL 
LIFE INSURANCE CO. 


- $T. PAUL, MINNESOTA 





| am interested in an agency at. . 
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Lessons from Financial Strain 


ALt life companies have learned valu- 
able lessons during the time of depres- 
sion as to the sort of investment 
portfolio that will withstand most suc- 
cessfully severe financial and economic 
storms. Those companies that have had 
diversity of investments are emerging 
more satisfactorily. There should not 
only be diversity as to character of in- 
vestments but diversity as to any special 
class of investment. If a company in- 
vests in farm mortgages then these 
should not be confined to one state or 
locality or type of farming. The same 
rule applies to all forms of investments. 
It has been found suicidal for a com- 
pany to invest a large sum in one single 
enterprise. 

Financial officers undoubtedly have 
taken steps to guard against the struc- 
tural weaknesses that have been revealed 
during the last few years. One danger 
confronting companies which is rather 
subtle is the effort to make a good 
showing as to liquidity at the expense 
of the portfolio as a whole. We have 
every reason to believe that some of the 
higher class companies have disposed of 
excellent bonds, intending to buy in 


later on but in the shifting process they 
have sacrificed good interest yields. 


After all the formation of a financial 
policy for a life company rests pretty 
much on good common sense and con- 


servative judgment. As we see it, there 
is too much tendency in some cases to 
listen to the bankers and professional 
investment men, to rely too heavily on 
prognostications of so-called financial 
wizards and economic experts. There is 
no one who is infallible and no one can 
predict what is going to happen within 
the next five years. 

Those companies that are holding on 
to their good securities and not sacri- 
ficing them, that are keeping their feet 
well on the ground and not being lured 
by predictions of those who pretend to 
know, will fare the best. There is too 
much of a tendency for the man who 
is giving all his time to banking and 
investing to lose sight of some of the 
fundamental principles underlying the 
sound management of a life company. 
Unfortunately most of the predictions 
of the so-called experts have gone awry. 
Men of vast financial experience have 
been caught time and again in spite of 
their supposed genius in peering into 


the future. Those individuals that have 
lived within their income, that have not 


borrowed too heavily in banks, have not 
plunged, have been conservative in their 
investments, have not had the difficul- 
ties that overcame those that listened 
too eagerly to the song of the banker 
and investment man. The same rule ap- 
plies to institutions. 


Adapt But Not Adopt 


FREQUENTLY when a plan is submitted 
by experts after a study of life insurance 
experience or some agent gives his plan 
of operation, there may be a tendency 
to try to adopt what is offered almost in 
its entirety. We frequently find a suc- 
cessful life salesman go into some de- 
tails as to how he secures his business, 
how he does his prospecting, how he 
cultivates his clients. Immediately then 
some other agent, seeing this successful 
plan in operation, tries to copy it. A 
study may be made of some phase of 
company management or operation. This 
may have been done after careful re- 
search following the gathering of valu- 
able information. It is a composite of- 
fering and as such is intensely interest- 
ing. Some companies then endeavor to 





put the entire program into effect with- 
out any modifications, 

In other words, a mistake is made in 
such instances in adopting what is of- 
fered rather than adapting it to the spe- 
cial needs of the company or agent. 
Some company may be very successful 
in following out its line of procedure. 
Its set up is entirely different from other 
companies. An agent is successful in 
his sales work. That does not mean that 
other agents can copy his methods and 
be successful. They can, however, adapt 
his methods to their own to good ad- 
vantage. It does not signify the copy- 
ing or imitating but rather selecting 
such features as can be practically ab- 
sorbed so that the original architecture 
is not destroyed. 


-Life 
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PERSONAL SIDE OF BUSINESS 





John Newton Russell, agency adviser 
Pacific Mutual Life, accompanied by 
Mrs. Russell, has returned from a three 
months’ good-will tour of the Orient 
with a party of 25 members of the Los 
Angeles Chamber of Commerce. Stops 
were made at Honolulu, Yokohama, 
Kobe, Osaki, Kyoto, Shanghai, Hong- 
kong, Manila, Canton, Hangchow, Nan- 
king, Peiping, Tientsin, Fusan, Shimo- 
noseki and Mukden. 

While in the Orient Mr. Russell vis- 
ited the home office of the Insular Life 
of Manila, the China United Assurance 
Society of Shanghai and the First Mu- 
tual Life of Tokio. These institutions 
write principally endowment insurance 
and annuities, he said, this being due 
to the fact that payments made during 
the lifetime of the policyholder appeal 
to the people generally, especially in 
China, where the family relationship 
is very close. 


Neil D. Sills, Richmond manager 
Sun Life of Canada and former presi- 
dent National Association of Life 
Underwriters, keeps a carefully cata- 
logued scrap book of jokes, finding that 
it comes in quite handy when he is pre- 
paring an address and desires to set it 
off with a few illustrative anecdotes. 


C. F. Adams, president Oregon Mu- 
tual Life, Portland, is on an eastern 
trip. 


H. D. Leslie, general agent North- 
western National Life, Los Angeles, in 
an interview broadcast over radio sta- 
tion KHJ, Los Angeles, discussed “The 


Life Insurance Business Considered 
from a Vocational Standpoint.” He 
stressed the opportunity which this 


business offers to young men and wo- 
men graduating from high schools, col- 
leges and universities, and its advan- 
tages in comparison with other lines of 
business. He also described briefly the 
C. L. U. movement. 


William A. Fairlie, agency secretary 
and supervisor at the head office of the 
Continental Assurance in Chicago, is 
making history these days. This week 
he will meet Mrs. James Fairlie at 
Naples, Italy. She is the widow of 
James Fairlie, a brother, who was vice- 
president of the Abraham Lincoln Life 
of Springfield, Ill., and former actuary 
of the Illinois insurance department. 
The two will be married and will spend 
June and July as a honeymoon in for- 
eign parts. James Fairlie died in 1933. 
William Fairlie is highly regarded by 
all who know him. He is leaving the 
Continental Assurance and when he re- 
turns to the United States he will be- 
come president of the Century Vitreous 
Enamel Company of Chicago. 


The Insurance Research & Review 
Service of Indianapolis has put out a 
new book entitled “The Opportunity in 
Underwriting,” selling for $1.75. 
It gives a picture of the opportunities 
in life insurance and is written with a 
human touch. 

A. F. Hall, president of the Lincoln 
National Life, was elected a vice-presi- 
dent-at-large of the Indiana Taxpayers 
Association at its recent meeting. In 
addition to this responsibility, Mr. Hall 
is president of the Taxpayers Research 
Association. 

E. J. L’Esperance, Los Angeles man- 
ager Imperial Life of Canada, is recov- 
ering satisfactorily from an appendicitis 
operation. He was in the _ hospital 
about ten days but is now up and 
around at home. 

An outing of Lincoln National Life | 
executives and department heads will 
be held at “The Duck.” the summer 
home of President A. F. Hall of the 
Lincoln in Leland, Mich., May 30-31 





— 


and June 1-2. The company officias 
are the guests of Mr. Hall at they 
Memorial Day outings every other yea 
The 1935 gathering is the fourth sy 
held. 

H. M. Leonard, 85, chairman of th 
board and founder of the Manhattan 


Mutual Life, Manhattan, Kan., an 
Annie L. Griffith, 74, were married 
May 22. Mrs. Leonard is a sister gj 


Mr. Leonard’s former wife. 

Several Denver insurance men hare 
figured in the news recently. Archie 
Begole, son of retiring Mayor G. ), 
Begole, himself a former insurance 
man, ran a strong race for election com. 
missioner. He was only a few thousand 
votes behind the successful veteran can. 
didate. 

Gareth Brainerd of Brainerd, Mont. 
gomery & Co., was elected vice-presi- 
dent of the United States Junior Cham. 
ber of Commerce. He served as presi 
dent of the Denver Junior Chamber the 
past year, and is now national councillor 
for that group. 

R. W. Frye, special agent for the 
Northwestern Mutual Life, was elected 
a director of the Junior Chamber and 
has been appointed the junior member 
to represent that organization on the 
board of the ey of Commerce. 


The board of managers of the Build. 
ing & Loan League of New _ Jersey 
tendered a Ege to former Commis 
sioner W. H. Kelly of New Jersey in 
Newark. He was presented an electric 
clock and an illuminated scroll. Among 
the speakers were Commissioner Carl 
K. Withers, Colonel Kelly’s successor; 
Deputy Commissioner C. A. Gough and 
several others from the insurance de 
partment. 

George S. Van Schaick, former New 
York insurance superintendent, is now 
ensconced in the Central Trust building 
at Rochester, N. Y., being the senior in 
the legal firm of Van Schaick, Woods 
& Warner. Other members of the firm, 
in addition to Mr. Van Schaick, are H. 
M. Woods and Nelson Warner. 

N. M. Becker, assistant agency man- 
ager in the Lustgarten Equitable of 
New York agency in Chicago, spent 
most of his career in the show and the- 
atrical business, training individuals and 
groups. He takes delight in his work 
with his class of young women recruited 
from the Equitable offices in Chicago 
that he trains for stage work at the an- 
nual Equitable banquet. Mr. Becker has 
a piano in one of the vacant bank 
rooms in the building and once or twice 
a week calls the girls together for re- 
hearsal. He has developed some very 
excellent talent out of the Equitable 
ranks and has put on some very finished 
groups. In their way the young women 
get an idea of stage work and can go 
into their communities, take part in 
amateur theatricals and even do coach- 
ing along this line. 


The champion saddle horse, the 
vice-president of Western & Southern 
Life, won the blue ribbon and trophy at 


the Atlantic City horse show. 


The Equitable Life of New York 
“Agency Items” features Ralph 
Hunter, an agent in the Herman Moss 
agency at Cleveland. He has been 20 
years with the company and during that 
,time he has insured over 700 lives for 
| approximately $8,000,000, qualifying re- 
peatedly as a member of the Quarter 
Million, $350,000, and Half Million 
Corps. He has paid for as much as $800,- 
/000 in a single year. He is active in 
‘civic affairs in Cleveland. He is a for- 
mer president of the Singers Club and 
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== is a director. He is first vice-presi- | west and east. He stopped off in Syra- 
—— ow? cuse while the New York State Life 





t of the Citizens League, and chair- 
man of the membership committee of 
the Mid-Day Club. 


den 





Underwriters Association meeting was 
in session. 

L. G. McDouall, associate trust of- 
ficer of the Fidelity Union Trust Co. of 
Newark, who was elected president of 
the New Jersey Bankers’ Association at 
Atlantic City, is well known to life in- 
surance men. He is a member of the 
Life Underwriters Association of North- 
ern New Jersey and has spoken at life 
insurance meetings and congresses in 
both New Jersey and New York. 
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a Ros 
a iss Nan Loughran, publicity direc- 
er _ the Old Line Life, has been 
her a elected corresponding secretary of the 
rth ‘such Women’s Advertising Club of Mil- 
waukee. 
N Of the Earl E. Smith, agency secretary of 
anhattan MM the Equitable of Iowa, is on an exten- 
an., an{i/ ve agency trip through the middle 
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Home Office Next Week 
» Mont. 6A 
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iber the 


uncillor 


for the 
elected 
er and 
nember 
on the 
lerce, 


Build- 
Jersey 
ommis- 
rsey in 
electric 
A mong 
r Carl 
CESSOF} 
gh and 
ce de 


r New 
s now 
1ilding 
1ior in 
WV oods 
> firm, 
ire H. 





CHANDLER BULLOCK 
President State Mutual 


Z 
man- § Worcester, Mass., June 3-5. Agents and 
le of } general agents will attend this first 
spent B meeting since 1920 at the home office 


1 the- which has been prepared for the gather- 
i be » ing by decorations which trace the com- 
he ) pany’s development since 1845, and by 
icone © displays of vital material. we ‘ 
> a The program has been divided into 
has two parts. The business meetings will 
‘bank i begin June 3, when the General Agents’ 
twice 1 Association will convene for an all day 
© discussion .of the problems of agency 
r Te B) development. Presiding in the morning 


Re 4 » will be General Agent Frank W. Pen- 
ched [ nell of New York, president of the as- 
isne sociation. The first speaker will be 
men President Chandler Bullock, who will 
+ » extend greetings. Stephen Ireland, 
h » vice president and superintendent of 
ach- F] agencies will open the business of the 
> meeting with an address: “Our Agency 
& Development—Some Facts and Some 
the |, Indications.” Following this talk the 
ams, F) session will be devoted to a general dis- 
hern F} cussion of the problem of recruiting, 
'y at F) after which a buffet Juncheon will be 
y served. 

- The afternoon meeting will be under 
‘ork |) the leadership of General Agent George 
B. & S. Lott of Dayton, vice-president of the 















foss |} General Agents’ Association, and will 
1 20 be given over to the problems of train- 
that Ing, supervising and motivating of the 
for | new man. 

re- @ | The second day’s session will be a 
rter Joint meeting. of general agents and 
lion agents, with Vice-President Stephen 
00,- Ireland presiding. This meeting will be 
in given over entirely to discussions of 
for- Prospecting. In the afternoon of June 
and 4 the entire assembly will visit spots of 





historical interest. The itinerary of the 
trip which includes stops in Concord 
and Lexington, ends in Boston, where 
the convention banquet will take place. 

The morning of June 5 another joint 
session will be held with James H. 


Eteson, assistant. superintendent of 
agencies, presiding. General Counsel 
Irving T. F. Ring will be the first 


speaker on “Instalment Settlements.” 
One of the highlights of the session will 
occur during this meeting, when Dr. F. 
Alexander Magoun, professor of hu- 
manics at the Massachusetts Institute 
of Technicology, talks on “The Art of 
Human Relations.” 





Award Anniversary Medals 


About 50 agents from northeastern 
Wisconsin and upper Michigan attended 
the spring sales congress of the New 


York Life at Green Bay, Wis. E. N. 
Clough, agency director there, pre- 
sided. Speakers included Griffin M. 


Lovelace, New York, vice-president; R. 
E. Peters, Minneapolis, inspector of 
agencies, and Walter Weissinger, Fargo, 
N. D 


The 90th anniversary gold medal was 
presented to R. P. Birdsall, Algoma, 
Wis., while silver medals were awarded 
to T. S. Williams, Green Bay; F. J. 
Jansky, Manitowoc, Ralph McGowan 
and M. A. Schwab, Appleton. 





North Dakota State Meeting 


Twenty-five representatives of the 
Mutual Benefit Health & Accident and 
United Benefit Life attended a state 
agency meeting conducted in Fargo by 
C. T. Tollefson, North Dakota state 
manager. The home office was repre- 
sented by D. M. Brovan, agency direc- 
tor; Ray H. Hawkins, chief underwriter, 
and C. L. Gurney, agency supervisor. 


Memorial for Anderson at 
New England Mutual Meet 











Memorial services for the late C. N. 
Anderson, general agent for the New 
England Mutual Life in Des Moines, 
Ia., were held at the annual meet- 
ing of Iowa agents of the company at 
Clear Lake this week. Mr. Anderson 
was killed in an automobile accident 
last week. 

Speakers included C. F. Collins, as- 
sistant superintendent of agents, repre- 
senting the home office; E. W. Brailey 
of Cleveland, president New England 
Mutual General Agents Association; E. 
F. Bare, Jr., for the Iowa Agents As- 
sociation; Helen Fischbeck, the Priscilla 
Club, an organization of wives of Iowa 
agents, and Rev. W. C. Taylor, pastor 
of Mr. Anderson’s church. ; 

June is ordinarily known as policy- 
holders month but this year the annual 
drive will be known as Clarence N. 
Anderson Memorial Month in Iowa. 

The Clear Lake meeting began Tues- 
day, with about 50 in attendance, and 
was to continue through Friday. Presi- 
dent Ralph W. Fischbeck of the state 
organization was in charge. Mr. Col- 
lins and Mr. Brailey gave several talks. 


The Farmers & Traders Life of Syra- 
cuse, N. Y., has been licensed in New 
Hampshire. 
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INDIANAPOLIS, INDIANA 





@ All policy contracts are issued on a non-par- 
ticipating basis with guaranteed benefits at a 
guaranteed low cost. No guesses, no estimates, 
no uncertainties, no change in what the client 
has to pay. 

















PROSPECTS 


HESE are the foundation upon 
which 
builded. We have developed and proved 


successful production is 
over a long period a system of direct-by- 
mail prospecting that works. We sup- 
port this by a complete, modernized Life 
Insurance service and effective selling 
aids. This is truly a Company of oppor- 
tunity. We like to train men without 
previous experience in successful meth- 


ods of salesmanship. 


CALIFORNIA - WESTERN STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE SACRAMENTO 
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The Chief Desire Today 


66 Te chief desire of the world today is security 
“and assurance of stability, now and in the 
future. Above all else, policyholders seek this in the 
institution whose life insurance policies they buy, 
and good agents demand it of the company whose 


contracts they sell.” 


From letter of Robt. B. Richardson, executive vice president, 
in Policyholders’ Edition of the Montana Life News. 


MONTANA LIFE 


INSURANCE COMPANY 


Enduring as the Mountains 


HELENA, MONTANA 


LEE CANNON, Superintendent of Agencies 








CHARACTER .... 


Agents are recognized as 
an important factor in its 
organization—that is why 
most of them remain con- 
tinuously in the field force 
GANS. «2 +: 





LAMAR LIFE TOWER 
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LIFE AGENCY CHANGES 





Ellis Named Illinois Manager 


Takes Charge of Monarch Life’s Branch 
Office with Headquarters 
in Chicago 








Davis W. Ellis has been appointed 
Illinois branch manager for the Mon- 
arch Life of Springfield, Mass., with 
offices in One La Salle street building, 
Chicago. He was at one time a promi- 
nent local agent in Marion, Ind., being 
president of the Ellis-Kleder general 
agency, one of the largest in the state, 
from 1922 to 1927. He sold his interest 
to become sales manager for Chicago, 
Illinois and Indiana for the Fidelity In- 
vestment Association, Wheeling, W. 
Va., specializing in selling income an- 
nuity contracts. In 1933 he was pro- 
moted to sales manager, having juris- 
diction over New York, New Jersey 
and Connecticut. He resigned to be- 
come vice-president of the Central Ac- 
ceptance Corporation of Cincinnati, to 
develop income and annuity contracts 
in the Chicago area. He resigned this 
connection April 30 to go with the 
Monarch Life in his new connection. 
The Monarch was formerly represented 
in his own general agency. 


Nyman Is Occidental Life 


Manager in San Francisco 








Mel R. Nyman has been appointed 
manager of the Occidental Life’s branch 
office in San Francisco, succeeding F. 
B. Alldredge, who will be transferred 
to the home office and placed in charge 
of the accident and health department. 

Mr. Nyman was home office general 
agent of the Northwestern National 
Life in Minneapolis, but transferred to 
the Pacific Coast in 1933. He planted 
the company in that field but shortly 
after the establishment of the general 
agency he became ill and was forced 
to quit the field, closing the office in 
1934. 

After a year’s rest and vacation, Mr. 
Nyman now returns to the field as man- 
ager of the Occidental Life, feeling fit 
again. He has been very active in the 
San Francisco General Agents & Man- 
agers Association and the San Fran- 
cisco Life Underwriters Association. 





Texas Appointments Made 
by Guarantee Mutual Life 


W. A. Gamble, district manager Acme 
Life of Austin until it was merged with 
the United Fidelity Life of Dallas, has 
been appointed general agent of the 
Guarantee Mutual Life for southwest 
Texas, with offices at 522 Milam build- 
ing, San Antonio. R. F. Lee, formerly 
with the Iowa insurance department and 
more recently with the Royal Union 
Life, has been appointed general agent 
for Dallas and northeast Texas. A. B. 
Olson, manager of agencies of the Guar- 
antee Mutual, has just completed a tour 
of Texas, including Fort Worth, Dallas 
and San Antonio, going from these to 
Los Angeles. 


Will Open Miami Agency 
The Protective Life of Birmingham 
is preparing to establish an agency in 
Miami, Fla. W. T. Lawsen, supervisor 
of agencies, visited Miami this week, 
accompanied by J. E. Lewis, Florida 
manager. 











MacEwan Is Georgia Manager 

N. S. MacEwan has been appointed 
manager of the Sun Life of Canada at 
Atlanta, Ga., with offices in the Rhodes 


vn 
MacEwan was formerly assistant map. 
ager of the Baltimore office of the Sy 
Life. He succeeds J. D. Whaley, forme 


manager, who has returned to th 
shores of Maryland to regain hj 
health. 





Union Labor Life Appointmeni, 

The Union Labor Life has appointe 
P. J. Duffy and H. P. Higgins gener 
agents in New York City with office 
at 1440 Broadway. Mr. Duffy was fo. 
merly general agent of the company an{ 
Mr. Higgins is a brother of Joseph Hig. 
gins, collector of internal revenue in th 
New York district. The executive of. 
fices of the Union Labor Life will 
moved from Washington, D. C., to 51 
Lexington avenue, New York, abou 
July 1. 


Rudesheim Organizing Ohio 

A. F. Rudesheim has been appointe 
state supervisor for the Guaranty Lif 
of Iowa with headquarters at Cincip. 
nati. He was formerly with the Policy. 
holders National at Little Rock, Ark 
He is building up an agency plant is 
Ohio. He has produced over $113,00 
paid for business personally during the 
last few weeks. Mr. Rodesheim built 
his business up starting strictly on cold 
canvass as he had never been in Cin. 
cinnati previously nor had the company 
been represented locally. 


Home Office Man in Charge 


James G. Anwyl, who has been ap. 
pointed manager of the Springfield, 
Mass., agency of the Phoenix Mutual 
has been in charge as supervisor since 
last September. He completes 10 years 
service with the company this month, 
He started as a personal producer in tir 
New York downtown agency and later 
became personal supervisor for Man- 
ager L. H. Andrews in that city. He 
joined the home office staff last June, 
becoming a supervisor. 


Stead Takes Birmingham Post 


Walter D. Stead, Jr., has been ap: 
pointed manager of the life department 
for the Lamar Life agency at Birming- 
ham, Ala. He takes charge of the work 
for T. E. Wheeler, district manager a 
Birmingham, who conducts a general it 
surance agency. Mr. Stead is a native 
of Meridian, Miss. He and Mr. Wheeler 
attended Birmingham Southern College 
at the same time. Mr. Stead taught 
school for a while, was in the real es 
tate business and for the last four years 
has been a life agent, three years i 
Birmingham and one year in Harris 
burg, Pa. 


Mouzon with Colorado Life 


H. D. Mouzon, with the Amicable Life 
of Waco, Tex., for more than ten years 
as general agent for Dallas, northeast 
Texas and Oklahoma, has been ap: 
pointed agency manager of the Colorado 
Life for southwest Texas and the Rio 
Grande Valley, with offices at 611 South 
Texas National Bank building, San At 
tonio. Associated with Mr. Mouzon 4 














Life. 





Hansen Gets Grand Rapids Post 


The General American Life has ap- 
pointed Alfred Hansen general agent at 
Grand Rapids, Mich. The past six years 
he has been an agent of the Penn Mu- 
tual Life. He has also had selling and 
executive experience with two large 
manufacturing companies. 





Arnett with Jefferson Standard 


A. P. Arnett, for several years with 
the Ohio State Life as! general agent 





Haverty building. This is the branch 














that covers the entire state. Mr. 


at Ashland, Ky., has resigned to g0 
with the Jefferson Standard Life. 
















































agency supervisor is A. E. Orr, formerly 
with the Dallas agency of the Amicableh 
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for life contract and only on male lives. | verse is true. Cash surrender values 


} death of assured during family income - 
| Period monthly income of $10 per Several home office executives and a 


) paid. The rider will be on 10, 15 and | versary of the Oklahoma agency of the 
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NEWS ABOUT LIFE POLICIES PLAY 
FES gn pee A WINNING HAND 


t” and ‘‘Little Gem,” Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. 








Fidelity Mutual in Changes $2,500 and maximum the company’s 
limit for term insurance counting fam- 


A 4 ily maintenance at commuted value. The 
Contracts Completely Revised with] ;ider also may be written for 15 year 
Change to 3 Percent Basis period, in which case commuted value 
Effective June 1 of term insurance is $1,098 per $10 
monthly income, also convertible within 
: ten years. 
New 3 percent contracts will be The three present term plans, 5, 10 Wi H cl 
placed on the market June 1 by the Fi-| and special term to 65 ain continued, ith a complete line of policies. 
delity Mutual Life. Several new plans | minimum policy being $5,000 except on ei: 
are being adopted, marked change being | ten year term where minimum is $2,500 Life 
made in the income for life plan; more | with conversion privilege expiring in 
liberal income disability provisions and | seven years. Accidental death benefits 8 Juvenile 
acompletely new rate book brought out. | may be secured with any term plan in 
The present low rate life policy and eligible cases. e e 
endowment at 85 will be retired and The income for life rates are mate- Accident and Health 
es ong The agi bts popes og lower than Reon and <a not 
contract. m iiv e quoted for periods less than ten . 7‘ 
year endowment, low rate family in-| yeard nor will pélicies be iesued for pe- plus an attractive Agency contract. Write 
come policy, income for life at age 70] riods shorter than eight years. Limited 
and child’s endowment also will be re- payment plan rates in general scale a 
tired, but the family income rider will | jittle higher than the old rates, while 
be available on all regular policies ex- | endowment rates are lower. Endowment 


cept term, and a family maintenance | rates will not be quoted for a period of 

rider available on ordinary life and the | Jess than ten years nor policies issued 

modified 2. The $5 a month disability | for period shorter than eight years. ») 
income now available on regular forms | Term to 65 rates are about the same as 

will be discontinued. 








before, but other term rates are slightly 
Income for Life Plan higher, comparing favorably with aver- 
Income for life contract will be is- | 28° rates of other companies. The com- 


Psiae : Aaah pany has increased commission 5 per- . 
sued in $1,000 units with income $10 | Cont on the five and ten year term plans. a a CR: 
per month per unit at maturity, and * in th 
disability income may be attached to in- A new page has been inserted in the 


. . Aer ‘yee te book showing annual investment 
come for life policies providing disabil- | @*¢. : MILWAUKEE, WISCONSIN 
merlecome of: 610 per month per unit required at 4 percent interest to produce . 


4 . - «1? § $30,000 at ages 60 and 65, the interest 
nee ee ee yield on. this sum being $1,200, the same 
this clause $10,000 as provided under ten units of income E 
— income for life contracts will be wi forms have been newly litho- * ACCIDENT * HEALTH 
eatured. These carry premiums and : : aaa 2 
values on basis of $1,000 units of initial teaagay | — ¥ ag am < 
insurance with income at maturity $10 a fo Bs iti poner? 

per month per unit (120 months certain | “S©¢ *°F ened For Every Personal Insurance Need 


and continuous) or lump sum at matur- ° ‘“ 
ity as follows: Male, age 50, $1,848; 55, Raises “Non-par” Rates THERE'S A PACIFIC MUTUAL POLICY THAT FITS 
$1,681; 60, $1,520; 65, $1,372. Female, Increases in non-par premium rates 


age 50, $1,980; 55, $1,815; 60, $1,647; 65, | varying from 3 to 10 percent are For instance 
$1,488. Maturity at age 70 no longer | announced by the Manufacturers Life 


will be written. Disability waiver | of Toronto, effective June 10. The in- 
clause will be issued as heretofore on | creases affect all non-par policies except T aa E WO MAN E MP LOYED 
all regular plans except term. Dis-| term contracts. For whole life the in- 


ability income and waiver will be is- | creases are greatest in the older ages, 
sted only in connection with income | while in investment contracts the re- may secure 











remain the same in all policies, lower through 
- ~— ainnyead ay cash values having been made effective 
ates tor the new ordinary life con-|a year ago. As the company has been W 
tract will be about the same as the | writing about 40 percent of its business 5 - ‘ AY | N S U R A N C E 
present endowment at 85 premium |non-par, it is expected that the new (Retirement Income with Insurance Plan) 
rates, The modified 2 contract will be | rates will reduce this proportion. No : a 
known as the “Fidelity adjustment | change in commissions is made. ° a unique program creating 
plan,” the first two annual premiums . . . 
being at low rates, third year premium Connecticut Mutual Protection for Dependents (single-sum or income) 
increasing, but being compensated ior] . pe connecticut Mutual has with- Personal Retirement Income (for life, from 60 to 65) 


l. 
by diat pF 
y dividend at end of second year not | drawn its single premium insurance and 3. Personal Disability Income in case of Accident (1 day to 
conditioned upon paymient of third pre- | annuity combination. | year) 

4. 

5. 


mum. Minimum policy will be $5,000. eee ah ad ° ° 
The family income rider provides on Observes 20th Anniversary *Personal Disability Income in case of Sickness (1 day to 
| year) 


$1,000 face amount for balance of pe-| large number of agents from over the Indemnity for loss of Limb or Sight (single-sum) with 
tiod, after which face of policy will be | State helped observe the 20th anni- Doubling Benefit for Accidental Death 


20 year plans, rider premiums running | Phoenix Mutual Life, under George C. One Policy Unit — One Company — One Premium Deposit 
8 y 

12 and 16 years respectively on latter Summy, general agent. The celebra- ‘ 

two plans when extra premium is drop- | tion was launched with a luncheon in ‘Only Sickness Benefit Available to Women 

ped and the rate becomes that for the | Oklahoma City, with more than 150 in A L S O 


basic plan. Minimum policy issued with | attendance. 
rider will be $2,500.. From the home office were D. Gor- There are Modern Pacific Mutual Accident Protection Policies 

The family maintenance rider at-| don Hunter, vice-president and agency Designed Exclusively for Women, Employed OR at Home. 
tached only to ordinary life and modi- | director; J. A. Giffin, assistant agency 
fied life plans will provide monthly in- | director; E. H. Little, treasurer, and 
come of $10 per $1,000 for 20 years fol- | R. M. Adams, head of the mortgage Founded 1868 


lowing assured’s death if occurring loan division. E. J. Burkley, manager e e 
within 20 years from date of issue. After | of the St. Louis agency, and F. M. al 
income season face of policy will be | Engle and R. L. Allison of the Tulsa 
payable. The commuted value of term | agency were also present. /nsurance Company warn 
insurance in connection with this plan ee ere 

1S $1,368 per $10 monthly income and H. W. Stabb of Indianapolis has been GEORGE 1. COCHRAN. paesicexr 

i appointed a special representative of the 


thes. y 3 
t may be converted within first ten | Ohio state Life, attached to the Indian- HOME OFFICE ASSETS 


years to equal amount of permanent | apolis a L. S. Sh 
? t I gency, L. S. afer, manager. He 
iNsurance without medical. formerly was with the North American LOS ANGELES, CALIFORNIA OVER $205,000,000 


Minimum policy with rider will be | Life. 
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Achievement— 
An Increase of $34,410,379.00 insurance in force during 1934. 


More than $14,000,000.00 Increase in Assets and $5,500,000.00 
—” in Surplus from December 31, 1929, to December 31, 


Grown to a half billion dollar Company in 30 years. 





Excellence— 


The prestige that arises from financial stability and years of 
fair dealing is oat by each Anico representative. Practical 
and attractive selling features open new avenues of business and 
complete the equipment of the man in the field. 





Power— 
$124.58 in Assets for each $100.00 of liabilities. 


$52,721,865.75 in Assets and $10,401,100.02 in Surplus on De- 
cember 31, 1934. 


Plans — 
Agency Conventions announced for 1936. 
Extension of agency development in both old and new territories. 


ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL 


INSURANCE COMPANY 
GALVESTON, TEXAS 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 








Equality of 
Opportunity 








is the basis upon which the [Square 


Agency Contract is founded. | %°@ 


Automatic 
Promotion 








is provided for the man who 
‘forges ahead as a personal 


producer or as an agency 
builder or as both. 


For details regarding the [square 


Agency Contract, address | 9° 


Agency Openings wat mesasee 
in Wisconsin, 
Ohio, Minnesota, 


Towa. 


Asurance Company, 


Home Office—Madison, Wis. 








| a special meeting in Salt Lake City en 
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NEWS OF LIFE ASSOCIATIONS 








Pick Hamill for President 


Leading Personal Producer of Equitable 
Life to Head San Francisco 
Association 








SAN FRANCISCO, May 29.—In 
recognition of his untiring efforts in 
association work for many years, J M. 
Hamill, leading personal producer of 
the Equitable Life of New York in San 
Francisco, has been nominated for presi- 
dent of the San Francisco Life Under- 
writers Association to succeed W. R. 
Spinney. He has served -as vice-presi- 
dent the past year and is secretary of 
the California state association. There 
were no other nominations for the office, 
so that Mr. Hamill’s election is virtually 
assured. 

T. A. Gallagher, Prudential, now sec- 
retary-treasurer, was nominated for 
vice-president representing the personal 
producers’ division; M. L. Fairchild, 
manager Connecticut. General Life, for 
vice-president representing the C. L. U. 
group, and A. S. Holman, Travelers, for 
vice-president representing the man- 
agers and general agents. He was also 
nominated for chairman of the General 
Agents and Managers Section of the 
association,. to succeed W. J. Arnette, 
Fidelity Mutual Life. Other officers of 
that section to serve with Mr. Holman 
are G. A. Webster, Union Central Life, 
and W. V. Power, Aetna Life. 

Hubert McClellan, Golden Gate 
branch Metropolitan Life, was nom- 
inated for secretary-treasurer of the as- 
sociation. 


Oppose Inflationary Legislation 


President Spinney said that while it 
was the policy of the association to re- 
frain from interfering with outside in- 
terests, especially those of political na- 
ture, it was felt that certain legislation 
proposed in’ Washington is a threat to 
the owners of legal reserve life insur- 
ance policies and the institution as a 
whole and some action should be taken 
by the association. He referred to the 
Patman bill, saying the association has 
no concern with the payment of the 
bonus or any bonus, but when such leg- 
islation would lead to possible inflation- 
ary measures, it was felt the association 
should express the views of its mem- 
bers. Wires were sent to President 
Roosevelt commending his stand in ve- 
toing the Patman bill, to Senator Hiram 
Johnson expressing appreciation for his 
support of the President’s veto and to 
Senator McAdoo, urging him to support 
the action taken by the President. The 
telegrams also pledged support of the 
association to future activities to avert 
legislation of inparonery character. 


Seattle—O. J. Lacy, president Califor- 
nia-Western States Life, spoke on ‘tA 
New Phase of Life Insurance.” 

* * * 
Green Bay, Wis.—B. E. Darling is the 
new president; T. S. Williams, vice-pres- 
ident; C. M. Feldhausen, secretary; J. H. 
Quigley, treasurer; M. B. Matteson, na- 
tional executive committeeman; R. L. 
Hooker, Howard Gitchell and W. G. 
Heppert, directors, 
* * * 


Terre Haute, Ind.—E. A. Crane, In- 
dianapolis general agent Northwestern 
Mutual, spoke on life insurance as an 
essential to solid security. “American 
people have been too ‘estate minded’ in 
their investments,” Mr. Crane said. ‘“Se- 
curity of home and income will be 
gained by the average investor only 
through a program of investments cer- 
tain to bring a stipulated amount surely 
and regularly.” 

*x* * * 


Utah—F.. H. Davis, vice-president and 
agency director Penn Mutual, addressed 


“Our Opportunities and Responsibili- 


* * x 
Cleveland—Louis Behr, Chicago, Equi- 
table Life million dollar producer, will 














talk June 10 at the annual meeting. 
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Association Management §f.,, w 





















Suggestions Brought Oy Pride 
=. 
Several good suggestions for associz ‘wie 
n 










tion management were brought out ‘ 
the Michigan “Association of i 
Underwriters’ annual meeting in Fling 
C. F. Merrifield, secretary-treasurer ¢ 
the Kalamazoo association, talking q 
“How to Bring a Local Association 4 
Life.” The first requisite is to seley 
a man who has the respect and con}. 
dence of everyone in the business tj 
act as president and to select worker 
for the remaining officers and commit 
tee chairmen. In the smaller commu. 
ties industrial men should be include, 
Separating the ordinary and _ industri 
fields results in a tearing down rath 
than building up process, he asserted 


Favors Educational Advertising 


Mr. Merrifield believes in conducting 
educational advertising campaigns 
sell the public on the value of dealig 
with association members, and believe 
in featuring the names of the member; 
in the advertising. Participation in e. 
positions and shows aids in reaching 
the public, also. To keep up attendance 
at meetings, he advocates dividing th 
membership into two equal teams anf 
maintaining competition in getting th 
men out, offering small prizes or in 
ducements of some sort. 

E. VandeWalker, Detroit, Ohio 
State Life, outlined the “qualified” pla 
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of association as originated in Detroit H. 
which insists upon certain rigid stan¢- 
ards for active membership. Active 
members should be confined to men ifm Over 
the business a year or more who write politan 
at least $60,000 on at least five live largest 
during the year. Beginners may be atm leaders 
mitted as associate members for ong intende 
year pending their achieving the qual-gie territor 
fications necessary for active member tion an 
ship and if they do not qualify, them of age 
they are automatically dropped. spoke « 
H. B. Thompson, Detroit, executive Mr. Sr 
secretary-treasurer, told of the resulsjme dent of 
of Pittsburgh’s reversion to the clinic) ig in 
type of sales meetings, which stimulateiff John L 
attendance. Detroit followed this plan superv 
conducting a series of six well-attended Ry manag 
clinics in the fall. Another series isfRy 480, 
planned to begin in September. West | 
ie! Mere cae Carbon 
R. B. Hull Is Convalescing pel 
R. B. Hull, managing director of the agers / 
National Association of Life Under mond, 
writers, was taken suddenly ill with af A. D. 
bad case of erysipelas about 10 days ago It w 
but has passed the crisis. He is now 01% congre 
the road to recovery, although he sf will be 
still confined to his home under a doc-§ latter | 
tor’s care. Flon, 
* oe * . dle w 
Evansville, Ind.—Commissioner Mc F) presen' 
Clain explained the provisions of the new 
insurance code at a luncheon meeting, 
emphasizing particularly the point that I 
rehabilitation of Indiana companies and I 
in some cases of outside companies will The 
hereafter be handled by the insurance held a 
department for the benefit of policy: mana 
holders without charge, to avoid tht 8 
heavy cost of receivership liquidation. agers 
The chief weakness of the present} Alabar 
economic setup is its insecurity for theP) lowed 
individual, Prof. Dean Long of Evans-f= ordina 


ville College said. ton, € 


“The old-age propositions now so com that t 
monly being considered do not fulfill h 
the functions which inhere in individualp) "as be 
provision through life insurance,” hej® Since | 
said. “Any too paternalistic policy is} indust 
undesirable, not because it costs money, 
nor yet because it affords only too lim 
ited relief, but because it sceftens the W 
citizen as an individual.” 

* * x at 2 

Northern New Jersey—The annua! y di 
meeting will be held in connection withfg & L 
the sales congress in Newark June 2009 in tha 

* OK Ox dent | 
Agen 






Augusta, Ga.—New officers are: E. ¢ 
B. Danforth, president; P. H. Rice, vice 
president; Emory B. Wilcox, secretary:’ 












Officers will be elected. 









treasurer, 








May 31, 1935 








LIFE INSURANCE EDITION 


17 




















| WITH INDUSTRIAL MEN 











































We? ° +) e e 
“Ten Million in O’Brien Drive 
nent Two Week Campaign Honors Veteran 
ht Qu Prudential Superintendent in Chi- 


aioe cago Who Is Retiring 
1 ASsOcis, 
ht out d 
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In a two weeks’ drive in honor of 
Superintendent Charles R. O’Brien, the 
Chicago division of the Prudential wrote 
$10,413,249 in ordinary, an average of 
$3,521 per man. Mr. O’Brien, who is 
retiring this month, is 69 years old and 


Ciati ! 
pe has been with the Prudential for 26% 
ind cual years. He started at Peoria, Ill., where 
Isiness tiene iS planning to live after his retire- 
+ workey ment. One of the interesting things 

wMeabout the campaign is that Mr. 
| COMmit » is | 1 
commu. O'Brien's son, W. G. O’Brien, who is 
include meat assistant superintendent in one of 


the Chicago districts, had the leading 
staff during the campaign with $167,080. 
A grandson, Robert O’Brien, who is an 


industrig 
vn rather 


wee agent under Charles R. O’Brien led his 
ales. district with $42,000 ordinary. W. G. 
yn ducting fim O'Brien has been with the Prudential 
aigns yi five years and Robert O’Brien four 
f dealing years. There were 154 men in the di- 
believe vision who wrote $15,000 or more or- 


dinary in the two weeks’ drive. Superin- 
tendent O’Brien’s district was the first 
out of 22 with $811,000 total or had a 
$14,227 average per man. Mr. O’Brien 
is dean of the Chicago Prudential super- 
intendents and has headed their in- 
formal organization which usually meets 
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S or infmeonce a week. 
a i Metropolitan Life Leaders 
Dstt ~=©Hold Big Chicago Meeting 





Active 


men it Over 1,000 sales leaders of the Metro- 


ho write politan Life met in Chicago at the 
ve livefmelargest dinner of middle west territory 
y be ade leaders ever held. K. C. Ringer, super- 
for onfmeintendent of agencies of the southwest 
e qual:fee territory, spoke on building a reputa- 
nemberfee tion and J. A. Smithies, superintendent 
fy, the of agencies in the southern territory, 
1. spoke on security for life underwriters. 
xecutivfe Mr. Smithies was formerly superinten- 
results dent of the middle west territory, leav- 
e clini[ ing in 1927 to take his new position. 
mulate/f John D. Moynahan, middle west agency 
is plane. Supervisor, was toastmaster. Several 
ttendelf Managers spoke, J. B. Groendyke, Chi- 
eries jsf cago, general chairman of the Middle 
West Managers Association; J. D. Dill, 
Carbondale, chairman Illinois Man- 
ing agers Association; F. E. Lorch, Vin- 
cennes, Ind., chairman Indiana Man- 
_of the agers Association; J. B. Sabados, Ham- 
Under-B§ mond, Ind.; G. C. Fanning, Peoria, IIl.; 
with af A. D. Hallagan, Chicago. 
AYS ago It was announced that annual sales 
now om congress of the middle west territory 
he is will be held in French Lick, Ind., the 
a doc-§ latter part of September. Harry R. Du 










Flon, superintendent of agencies mid- 
‘dle west territory, was unable to be 
er McB@ present due to illness. 
she new 
eeting, 
nt that 
ies and 
es will 
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Industrial Managers Meet 


The Standard Life of Jackson, Miss., 
held a two-day convention of industrial 
managers at the home office, with man- 
agers from Mississippi, Tennessee and 
| Alabama present. The convention fol- 
Slowed closely a similar gathering of 
‘F) ordinary general agents. L. K. Arring- 
ton, executive vice-president, reported 
that the Standard’s industrial business 
has been better in May than any month 
Since the company began the writing of 





icy is} industrial business. 
noney, 
o lim 
. = Western & Southern Rally 

A convention of all Chicago and _near- 
nuall OY districts of the Western & South- 
, withhs tn Life was held Friday and Saturday 
ne 2% in that city. The speakers were Presi- 


dent C. F. Williams, Superintendent of 

Agencies A. O. Payton and Assistant 
ice-President Paul Vollmar. Leading 

managers spoke at the banquet. 









Gulf Life of Florida Expands 


New Districts Established in Georgia 
and Florida—Plan 25th Anni- 
versary Sales Drive 








The Gulf Life of Florida has created 
a new district at Columbus, Ga., with 
W. A. Levie in charge. Mr. Levie has 
been with the company over five years. 
As superintendents, L. R. Couch, for- 
merly of Daytona Beach, and T. J. 
Knight have been appointed. 

Business in the extreme southern part 
of Florida has made it advisable to cut 
Key West off from Miami, whose juris- 
diction it had been under, and make 
Key West a district in itself in charge 
of Manager J. B. Symonette. 

A new staff has been created in the 
Daytona district, making three staffs in 
that territory. R. A. Murphy, formerly 
of Marianna, has been appointed to take 
charge of this staff. J. H. Hackney, 
formerly of Ft. Pierce, has been ap- 
pointed to take charge of the Marianna 
staff which Mr. Murphy is vacating. 

Atlanta district has opened the town 
of Griffin, Ga., and vicinity, a new ter- 
ritory for the Gulf. 

An extensive campaign in celebration 
of the 25th anniversary is being planned, 
the campaign to climax in July, 1936, 
when the company will be 25 years of 
age. 





Name Danville Manager 


G. L. Groskopf has been promoted by 
the Metropolitan Life from assistant 
manager in the Kenwood district in 
Chicago to manager at Danville, IIl. 
He has been with the company about 
eight years. 


Imperial Life Meeting 

There were 154 members of the Im- 
perial Life’s field force in attendance 
with 18 of the 20 agencies represented, 
at the second semi-annual meeting of 
Agency Club, at High Point, N. C. C. 
H. White was elected president of the 
club, succeeding the late C. R. Lanier. 
Raleigh was selected as the next meet- 
ing place. Agency Supervisor L. T. New 
announced a new industrial white en- 
dowment policy at age 60 with pre- 
miums to age 45. 








Celebrates 30th Year 


J. D. Dill celebrated his 30th anni- 
versary with the Metropolitan Life in 
Carbondale, Ill. He has been manager 
for 27 years. He has been in the same 
district in the service of the Metropoli- 
tan. John D. Moynahan, agency super- 
visor middle west territory, was toast- 
master and Charles Bell, home office 
supervisor, presented Mr. Dill with a 
30 year medal. Mr. Dill is chairman 
of the Metropolitan’s Illinois Managers 
Association. 


Joyce Rounds Out 45 Years 


William H. Joyce, -superintendent of 
the Buffalo No. 1 district of the Pru- 
dential, has rounded out 45 years’ serv- 
ice with the company. He started in 
Philadelphia as an assistant superinten- 
dent in May, 1890, and became super- 
intendent in less than eight months at 
Wilmington, Del. 








Burton Talks at St. Louis 


President A. M. Burton of the Life & 
Casualty of Tennessee spoke at the an- 
nual banquet of St. Louis agents of the 
company. Offices have been maintained 
in St. Louis since 1923. C. B. Poston 
is manager. 

Mr. Burton and Otis P. Grant, vice- 
president and general manager, spoke 
at a meeting in Fort Smith, Ark. 











We've got a 
SPRINGTIME 
WAY ABOUT US 








Half the thrill of springtime is in looking for Nature's 
next sign of life. Somehow we of Provident have 
permanently acquired that "looking" habit. With eco- 
nomic conditions changing faster than the seasons, we 
aim constantly to anticipate society's new insurance 
needs. Hence the introduction of our broad Provi- 
dent Juvenile Policy and Salary Continuance Policy. 


Response was immediate. 


Provident initiates the NEW but builds on the sound 
old principles of conservatism and safety. If a 
Provident connection interests you, get in touch with us! 





Bismarck, North Dakota 

















Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 

1. Training that will enable him to get into production early in his 

career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 


3. A prospecting technique that will give him enough of the right 
kind of people to see. 


. Organized sales presentations that will sell life insurance. 


. Daily Planning Charts and Time Control that automatically reduce 
“scatteration of effort." 


a >» 


We have unusual opportunities right now for new men’ who are qualified to 
carry out this kind of a program. If you contemplate entering the field of life 
underwriting, we invite you to write us for particulars. 


Address your inquiry to : 











“Pioneer Mutual Life Insurance 
Company West of the Rockies” 
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1. Draft and claim form con- 
tained in each policy pro- 
vides immediate cash to ben- 
eficiary at local bank. 

2. Issued only in $500 policies. 


3. Protects other insurance and 
gives READY CASH at a 
time it is needed most. 


4. Incontestable from date of 
issue. 


enthusiastically. 





Different — Modern — Quick Selling 


READY CASH POLICY 


(Copyrighted) 


- Note these 6 features: 


6. Each READY CASH POL- 





“Give ’em what they want and they will buy” goes an old saying. This truth 
is apparent in the success of the READY CASH POLICY. People want it 
because it fits a particular need and for that reason they have been buying it 
Great American Life agents have profited from this ready 
acceptance of the READY CASH POLICY. You can also. 


Write for details and available territory in Kansas, Missouri or 
oma 


GREAT AMERICAN LIFE 


INSURANCE COMPANY 


Stephen M. Babbitt, President 
Hutchinson, Kansas 


5. Ordinary Life or 20 pay life 
— ages one month to 55 
years. 


ICY as well as every contract 
issued by this company is 
registered with the State of 
Kansas and secured 100% by 
deposit of approved securi- 
ties with the State. 

























REESE SS: 








«a credit to the institution 
of life insurance’’ 


er management of the Old Re- 
public Credit Life is endeavoring 
to build a company that will be a 
credit to the institution of life insur- 
ance. It is our desire to handle every 
transaction intelligently and with the 
sincere purpose of doing what is 
best at all times for our policy- 


holders. 


To "do as you would be done by" 


is an old but true saying. 


It has 


been of immeasurable help in guid- 
ing the affairs of this organization. 


OLD REPUBLIC CREDIT LIFE 
INSURANCE COMPANY 


221 N. LaSalle St. 


Chicago, Ill. 
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Keeping Business on Books 





Alliance Life Is Meeting with Success 
in Holding Policyholders of 
Peoria Life 





The Alliance Life of Peoria, Ill. is 
making a strenuous drive to conserve 
the old Peoria Life business which it 
took over. Over 80 percent of the Pe- 
oria Life business was retained at the 
close of the year, exclusive of term. 
President M. A. Kern has set the con- 
servation mark at 90 percent. The Al- 
liance Life now has no borrowed money 
and has over $700,000 cash on hand. It 
reports but one farm loan in default. 
The Alliance Life took over the Peoria 
Life, Oct. 4. It has 70 branch offices 
and is going out strong for new busi- 
ness. Its agencies represent a sales or- 
ganization of about 300 general produc- 
ing agents. 

Progressive Ohio Agency 


One of the most progressive offices 
of the company is in Cleveland, in the 
Williamson building, the agency being 
known as the Alliance Agencies, Inc. 
C. L. Fancher is president, C. S. Swann, 
secretary, and E. W. Faber, treasurer. 
The former head of this agency, B. W. 
Boyd, was appointed vice-president and 
agency director of the Alliance Life at 
its home office. He was formerly with 
the Abraham Lincoln Life and when he 
went with the Alliance the Cleveland 


=, 


organization to a man followed him 
the Alliance Life. 





New Nashville Company 


The Consolidated Life of Nashvill, 
with $101,000 capital and surplus Fi 
$9,000, has been dicensed. It expects j 
begin business in a short time, speci, 
izing in a form of burial society. 


Opens Office in Jerusalem 

The Manufacturers Life of Torony 
will extend its business into Palestix 
through its branch at Cairo, Egypt, an 
has opened an office in Jerusalem fy 
this purpose. It now operates in 4 
countries. It is entered in seven stats 
in this country. 





Brown Finds Business Bette 


H. J. Brown, assistant secretary P;. 
cific Mutual Life, has returned to th 
home office from a four-week visit 
agencies in the middle west, visiting 
Omaha, Lincoln, Des Moines, Denye 
and Salt Lake City. He reports ind. 
cations of a marked improvement 
business conditions in those cities an 
decidedly favorable opinions with r. 
spect to the immediate future. 


What a Cipher Does 


Due to the addition of a cipher the 
liability figure of the United Benefit o 
page 703 of the 1935 “Little Gem Lit 
Chart” appears as $23,070,080 instead of 








$2,307,008. 














PACIFIC COAST AND MOUNTAIN 





Decide Not to Press the 
Charges Against Cochrane 





DENVER, May 29.—Charges against 
Jackson Cochrane, Colorado insurance 
commissioner, will not be pressed by 
the civil service commission, it was in- 
timated here after a scheduled hearing 
set for last Wednesday failed to take 
place. The hearing had previously 
been postponed twice. 

The charges against Cochrane, 
brought by State Senator Nolon after 
an investigation, state that the commis- 
sioner has been negligent and _ ineffi- 
cient. When the Wednesday hearing 
failed to develop, Nolon stated that the 
entire matter would probably be turned 
over to Governor Johnson for his con- 
sideration. Nolon said the charges are 
not being pressed because an agreement 
will probably be reached whereby Coch- 
rane will resign within the next year. 
This resignation was hinted after the 
second postponement of the hearing but 
was denied by the commissioner and 
his attorney, who declared that the 
charges would be fought. However, in- 
dications are that Cochrane will resign 
within a short time and will then be 
made an actuary. In 1937, Nolon states, 
Cochrane will be retired under the state 
employe retirement act which demands 
retirement after age 70. 

Honor California Commissioner 
With more than 400 San Francisco 
insurance company executives in attend- 
ance, a dinner and reception was held 
there Tuesday night, May 28, in honor 
of S. L. Carpenter, Jr., new California 
commissioner. Among the distinguished 
guests were Governor Frank F. Mer- 
riam and.Mayor Angelo J. Rossi, The 
banquet, which was preceded by a re- 
ception, was held under the auspices of 
the San Francisco Generali Agents & 
Managers Association, Board of Fire 
Underwriters of the Pacific, Board of 
Marine Underwriters, Casualty Insur- 
ance Association of California, -San 
Francisco Accident & Health Club, San 
Francisco Insurance Brokers Exchange, 











Surety. Underwriters Association of 


Francise 
Automobile 


Northern California, San 
Blue Goose and National 
Underwriters Conference. 


Utah Recodification Urged 


SALT LAKE CITY, May 29—A 
recodification and rewriting of Utah’ 
state insurance laws was recommended 
by E. A. Smith, Jr., insurance commis 
sioner, in his annual report to the gov- 
ernor. The present laws do not provite 
sufficient protection to policyholders ot 
companies, he said. 

Life insurance in force totals $288; 
296,565, a slight decrease. In 1934, 
48,793 policies for $41,472,783 were writ 
ten in Utah. 


New Benevolent Outfits 


SALT LAKE CITY, May 29.—As: 
result of the new state law permitting 
the organization of benevolent societies, 
these associations are springing 
here. Two were formed during the past 
week: the Surety Mutual Life Associ 
tion and the Associated Benevolent Sc 
cieties. 


Davis on Pacific Coast 


F. H. Davis, vice-president Penn Mu- 
tual Life, who is on a tour of western 
agencies, visiting Denver, Salt Lake 
City, San Francisco and other points in 
the Pacific Coast field, is expected to 
arrive in Los Angeles May 31, remait- 
ing in the city until June 3. 


Smith Portland President 


W. J. Smith, general agent National 
Life of Vermont, has been elected presi- 
dent of the Life Insurance Managers 
Association of Portland, Ore. George 
Schoeffel, Oregon Mutual Life, is vice- 
president and R. H. Edmiston, Union 
Central Life, secretary-treasurer. New 
directors are Biddle Combs, Northwest: 
ern National Life; C. H. Twiss, Metro- 
politan Life; Kenneth Reed, Fidelity 
Mutual, and I. L. Gregory, Mutual 
Benefit Life. 


The Equitable Life of Iowa has bee! 
approved as a lending agency under thé 
federal housing act. 
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“MERCURY” ARTICLE TAME 


After the amazing article in the May 
99 “Nation,” in which two former 
agents flay the life companies for try- 
ing to put any curbs whatever on twist- 
ing, the treatise “What Price Life In- 
surance?” in the June “American Mer- 
cury” comes as rather tame-stuff. 

W. L. Grossman, the author of the 
“Mercury” article, is in his familiar role 
of enthusiast for the Massachusetts sav- 
ings bank life insurance plan. He is 
secretary Of the New York association 
which is working to get a similar plan 
here. He advances the usual arguments 
in favor of the scheme, the main new 
touch being to blame the New York 
movement’s lack of success on the fact 
that many large and influential New 
York Savings banks have life insurance 
executives or directors on the boards 
of directors. 

Tere 


YOUNGMAN SALES MANAGER 


A. V. Youngman, Mutual Benefit Life 
outstanding producer, becomes sales 
promotion manager of the C. E. DeLong 
(New York City) general agency of the 
Mutual Benefit, with which office he 
has been connected since ten years 
ago when L. A. Cerf, Sr., was general 
agent. Mr. Youngman will have particu- 
lar charge of the younger agents and in 
connection with General Agent De 
Long’s plans for expansion of his full- 
time organization will become responsi- 
ble for the induction of new men into 
his division as well as the supervision of 
the 25 men now constituting it. 

Mr. Youngman was graduated from 





AS SEEN FROM NEw YORK 


By R. B. MITCHELL 





Williams in 1922 and went into life in- 
surance after three years in the whole- 
sale coal business. During his first year 
in life insurance he paid for $450,000 and 
steadily increased his producttion to an 
average of more than $1,000,000 the last 
six years, the last two of which he spent 
much time as leader of a group of agents 
consisting largely of the men who now 
become his special charge. He increased 
their average production about 40 per- 
cent during 1934. 

Taking an active interest in life un- 
derwriters’ association work, Mr. Young- 
man has given freely of his time in ad- 
dressing sales groups and conventions. 
He was recently nominated as second 
vice-president of the New York City as- 
sociation. 

In his new work Mr. Youngman will 
be closely associated with H. D. Cut- 
ler, supervisor of agents, and C. E. 
Brewer, Jr., sales assistant in the de- 
velopment of new men. 

The DeLong agency has just com- 
pleted an outstanding week’s effort in 
connection with the company’s “Ben- 
jamin C, Miller Week” during which 
79 full time agents produced 301 ap- 
plications, leading all agencies of the 
company by a wide margin. Agency 
leaders were I. A. Weil and J. B. Lev 
with 13 applications each. 


* * x 
DIEFENDORF BACK AT WORK 


Warren E. Diefendorf, manager of 
the Mutual Life at 165 Broadway, New 
York City, has returned to his office 
after an illness of five months. He gave 
a luncheon to his agency at the Bank- 
ers’ Club. About 60 attended. 














CHICAGO NEWS 























SELLS 16 POLICIES IN DAY 


A. E. Kollenberg of the A. A. Drew 
general agency of the Mutual Benefit 
Life in Chicago, up to Monday, May 20, 
the last day of Life Insurance Week, 
had submitted six applications. On 
Monday he started a one-day drive. He 
had his first application by 9 o’clock 
that morning and his 16th by 11 o’clock 
at night. He had 22 interviews, being 
turned down flatly by two prospects, 
closing 16 and having four comebacks. 
Total volume sold was $21,500, all ex- 
amined. The calls were made at nine 
different places of business, in three 
parts of Chicago. All were young men 
and Mr. Kollenberg had seen only two 
of them before. He had, however, sold 
the owners of this business chain, busi- 
ness and personal insurance previously, 
and secured permission to solicit the 
employes. Mr. Kollenberg had also 
previously sold some of the branch 
managers (and some of these are part 
Owners) so that in a few cases they 
introduced him to the employes, rec- 
ommending the plan. He gave the sav- 
ings sales talk, reducing the amount re- 
quired to a weekly basis and offering 
a bank to help carry out the idea. 

There was almost a 100 percent rec- 
ord in submissions from the members 
of the agency during the week. P. F. 
Millett was local agency committee 
chairman and N. E. Andersen was Chi- 
cago agency member of the company’s 
national demonstration in the week, 
which was designated “Benjamin C. 
Miller Week” for the first secretary of 
the Mutual Benefit and the first policy- 
holder. 

* * * 


WRITES $400,000 IN WEEK 


The Chicago general agency of the 
Aetna Life, directed by R. S. Edwards, 
wrote 110 life applications for total of 
$400,000 during Life Insurance Week, 
@ considerable increase over production 





in the same period last year. General 
Agent Edwards has appointed R. T. 
Shea, an agent in his office for seven 
years, as supervisor over the Aurora, 
Elgin and Fox River valley territory. 


Frazier-Lemke Act 
Unconstitutional 
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great many ways which would seriously 
affect life companies. 

The decision voiding the NRA, de- 
spite its widespread implications, has 
little direct effect on life company op- 
erations, although if business confidence 
picks up the effect will help life insur- 
ance both in new business production 
and on the investment side. 

Even the Frazier-Lemke decision is 
of quite limited importance to life com- 
panies, as farmers have shown relatively 
little tendency to resort to that law, 
with its stigma of bankruptcy. Some 
may have been deterred by doubts as to 
the laws constitutionality, however, and 
consequently it is possible that had the 
Frazier-Lemke law been held consti- 
tutional instead of the reverse, there 
might have been a wave of filings under 
its provisions. 

The net effect of the law being held 
unconstitutional is to reestablish the 
faith of mortgagees in farm mortgages 
as investments, to the eventual benefit 
of future borrowers as well as lenders. 


Gulf Department in Session 

About 130 representatives of the gulf 
department of the New York Life gath- 
ered in New Orleans for the spring 
meeting, addressed by Walker Buckner, 
first vice-president. Heading the agency 
forces were Dick Oliver of St. Louis 
and Howard Conley, inspector of the 
south central department. 





San Francisco offices of the Lincoln 
National Life, under the direction of 
Frank Sleeper, are being moved from 
i Spices street to 519 California 
street. 


“Tonight In The South” 


Always A “Best Bet” 
In Radio Programs 


WAPI 
SUNDAYS 


9:00 P. M. 
C, &, 4. 


Dial 1140 
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Over 30 years of 


never faltering service 
to agents makes the 
Guaranty Life outstanding 


as an agents’ company 


modern, liberal policy contracts, 
a strong financial foundation, 
experienced, sincere management 
are yours when you represent 
this sound progressive company 


Vv 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 
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Massachusetts Mutual 
a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 











Opportunity for managers 


Desirable Territory 


mec, qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real. opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 





Michigan Agents 
Name P. J. Crandall 
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wide field for service in this respect, 
service that will do much to give us a 
professional standing. Remember that 
the profession does not make the man; 
the man makes the profession.” : 
President J. Arthur Pino, Lansing, 
Mutual Benefit, reported a membership 
of 12 associations with 841 members. 
Three new local associations are in 
process of organization. Mr. Pino out- 
lined the accomplishments of the past 
year, outstanding among which was the 
organization of the Life Underwriters 
Council, which confers with the insur- 
ance commissioner. 





Vigorous Stand Advocated 


“The way to progress is not to dis- 
card the experience of the past, but to 
profit by it,” said Lester O. Schriver, 
Aetna general agent in Peoria and first 
vice-president of the National associa- 
tion. “There are movements on foot in 
this country that would tend to destroy 
the benefits of life insurance to the pub- 
lic. It is up to us in the business to 
take a vigorous stand against dema- 
gogery in this country.” 

H. B. Thompson, secretary-counsel of 
the association, reviewed the legislative 
activities of the year. “If our policies 
are well sold, well serviced and if pub- 
lic faith in the institution of life insur- 
ance is not undermined by objectionable 
competitive practices, then both the 
policyholders and the legislators will be 
with us in our efforts to avoid legisla- 
tion that is unfavorable to policyholders 
and to life insurance.” 


Tells of C. L. U. Benefits 


R. E. Olmsted, Detroit, Mutual Bene- 
fit, discussed “Has the C. L. U. a Prac- 
tical Value?” “The statement that C. 
L. U. tends to make technicians and 
actuaries rather than salesmen and con- 
sequently decreases production is con- 
clusively refuted by figures compiled by 
several companies comparing their C. 
L. U. graduates with non-C. L. U. men. 
C. L. U. men in the Northwestern Mu- 
tual, for example, produce from 23 per- 
cent to 93 percent better than the aver- 
age of the 100 best producers in the 
company. Only % of 1 percent of the 
field force of the Equitable of New 
York are C. L. U. men, yet 8 percent 
of the production leaders have the des- 
ignation. Twenty-three of 25 men who 
took the C. L. U. examinations in Los 
Angeles last year have shown a much 
greater production increase than im- 
proved conditions would warrant.” | 

W. A. Beam, Flint association presi- 
dent, Massachusetts Mutual, presided at 
the annual banquet. Commissioner John 
Ketcham gave a humorous address with 
serious thoughts injected, and quoted 
impressive statistics of the business in 
Michigan. A “Policyholders Conven- 
tion” was held in the evening, with some 
500 in attendance. Congressman Josh 
Lee of Oklahoma talked on “The Pot 
of Gold.” 


Adopt New Constitution 


At the breakfast round table Saturday 
morning a number of suggestions were 
made for the next annual convention. 
The model National association consti- 
tution and by-laws were adopted and it 
was voted to incorporate the association. 
The new set-up provides for a presi- 
dent; four vice-presidents without seni- 
ority; an appointive executive secretary- 
treasurer; a board consisting of the 
officers, the national committeeman and 
a state committeeman to be appointed 
by each local association not repre- 
sented on the board through one or 
more of the officers. 

President E. P. Magee, Canada Life, 
of the Lansing association and A. E. 
Cobb, Northwestern National, Flint, 
discussed local association activities. 
Donald J. Porter, president Grand 
Rapids association, extended an invita- 
tion to hold the next annual convention 
in that city, which was unanimously ac- 





Develop Practical Points 
in Management Gathering 
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suspicion that a large compensation fy, 
reinstatement was not justified and «&. 
tablished to our own satisfaction thy 
the persistency of any business reip. 
stated would generally follow (but to; 
less satisfactory degree) the persisten, 
ratios of the former writings of th 
agent. 

“The fact that the agent was mor 
responsible for a good or a poor recor) 
of persistency than such details of siz 
of policy, size of premiums, etc., wa 
brought home to us more conclusively 
as we made monthly analyses of the ¢. 
forts of our fieldmen among the group 
of allocated policyholders. 

“We finally reached the conclusioy 
that only in exceptional instances jg jt 
profitable to the company to compen 
sate an agent in the form of a salary 
for performing conservation work. We 
have eliminated the men so paid with 
the exception of eight who have proven 
their ability to sell themselves to the 
policyholders in their territory to such 
an extent that requests for policy loan; 
or cash surrender values are remarkably 
low as compared to the company’s aver. 
age, and that the lapsation of th 
business allocated to them and serviced 
by them is less than 25 percent of the 
company’s average. Quite obviously, 
the compensation is more than earned 
by the agent.” 


McClenaghan New President 


of IHinois Life Association 
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oria, past president and chairman ex- 
tension committee, which resulted in 
chartering the Aurora association in 
June, 1934, which now has 41 members, 
Ten of the 15 associations, aside from 
Aurora, have equaled or exceeded men- 
bership a year ago. Mr. Axelson noted 
the association at all times has had the 
sympathetic ear of the state insurance 
department and code commission and 
has been granted almost everything re. 
quested in relation to the code. Upon 
his suggestion a resolution of apprecia- 
tion was adopted, the substance of 
which was presented to Director Pal- 
mer during the sales congress. 


President Riehle’s Greeting 


A telegram of greetings from Presi- 
dent T. M. Riehle of the National as- 
sociation was read. The nominating 
committee consisted of Mr. Wilson, 
chairman; Mr. Colby, L. T. Oxley, 
Jacksonville; T. H. Ellis, Rock Island, 
and Thomas Lauer, Joliet. Walt Tower, 
managing director Chicago association 
and chairman of the speakers commit: 
tee, reported. 

Close cooperation between the state 
and Chicago associations in legislative 
matters was shown in report by J. L. 
Taylor of Springfield, chairman legis- 
lative committee, read by Mr. McClena- 
ghan. 

N. H. Bokum of Bokum & Dingle, 
Massachusetts Mutual, Chicago, chair- 
man Chicago association legislative 
committee, and T. F. Lawrence, man- 
ager Reliance Life, president Chicago 
association, attended. Mr. Bokum 
pointed out taxation may become vi- 
cious and must be closely watched in 
the legislative halls in future. Secre- 
tary-treasurer C. R. Light of Decatur 
gave his report on that office and also 
as chairman publicity committee. 


Report Asseciation’s Membership 


Mr. Axelson called for reports on 
paid membership, which showed Aurora 
41, Bloomington 31, Champaign 19, 
Chicago 848, Danville 32, Decatur 60, 
Elgin 26, Galesburg 18, Peoria 190, 
Quincy. 16, Rockford 52, Jacksonville 
29, Rock Island and Moline 40, Spring- 
field 104, Waukegan 36, Joliet 46. 

M. L, Seltzer, chairman attendance 
committee Des Moines association, for 
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the annual convention of the National 
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Association of Life Underwriters spoke, 
noting the goal was for the biggest and 
pest attendance and largest number of 
jocal associations represented. Recog- 
nition was accorded Mr. Axelson for 
his work done as association head and 
his 25th anniversary with the North- 
western Mutual. 

Others attending the state associa- 
tion meeting were P. B. Hobbs, agency 
manager Equitable of New York, Chi- 
cago; A. E. Patterson, general agent 
Penn Mutual, Chicago. 

T, R. Hayes, general agent Mutual 
Trust Life, was chairman of the ar- 
rangements committee of the Rockford 
association. President Frank Howland 
extended greeting. 

Mr. McClenaghan has been Bankers 
Life manager at Elgin since August, 
1924. He started with the company as 
special agent in El Paso, Texas, late in 
1921, becoming manager of the Salt 
Lake City agency in 1923. He has been 
oresident of the Elgin association. 


Nationally Known Speakers 
Feature of Sales Congress 
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he feels are unduly influenced by the 
appeals of organized minorities, 

Mr. Kemper cited several of his own 
cases Showing methods of approach in 
the present times. Life insurance sell- 
ing, he said, is based almost entirely 
on radiation of belief from the salesman 
to the prospect. One case was of a 
physician, 56, who had resisted life 
agents for years. He had $48,000 in the 
bank. Stock speculation was in his pro- 
gram, although he admitted he had not 
averaged 2 percent profit on stocks 
through the prosperity period. Mr. 
Kemper pointed out a physician created 
no equities within himself that he could 
sell in his old age for retirement funds. 
He had no definite vehicle for setting 
up a known retirement fund. Mr. Kem- 
per suggested the family vote on how 
much of the bank account to put in an 
investment life insurance contract and 
all except the husband voted to put the 
entire sum in. A $25,000 sale resulted. 


Projects Man’s Intelligence 


Another was an inheritance tax case, 
the man saying he was willing to pay 
the tax even if it depreciated his estate. 
Mr. Kemper pointed out that dissocia- 
tion of intelligence from administration 
of estates creates a loss that cannot be 
set down in figures. It was pointed out 
life insurance would project his intelli- 
gence over his loved ones into the fu- 
ture and also would save him $58,000 
inheritance tax. The man sold $106,000 
worth of bonds to buy a large amount 
of life insurance for the purpose. 

A third case involved the argument 
ot obsolescence of the individual com- 
parable to that of machinery and equip- 
ment, Mr. Kemper pointing out many 
millions of people in this country are 
now dependent, not because they failed 
to make good money, but because they 
did not have the proper vehicle with 
which to shape their plans toward a 
definite terminal result in old age. A 
large sale resulted. 


Broaddus in Address 


_ Four essentials of a successful life 
insurance agent are perspective ability, 
creative ability, initiative and_persist- 
ency, L. S. Broaddus, Acacia Mutual, 
Stated. Entirely too much attention and 
emphasis have been placed on the de- 
velopment side of the agent’s sales abil- 
ity, he said, with the result that many 
are turned out finished salesmen capa- 
ble of making good, intelligent, en- 
thusiastic sales interviews, but are still 
So unbalanced they are not consistent 
Producers of life insurance. 

f the agent is in business for him- 
self, then he combines in one the func- 
tions of president, manager, secretary 
and treasurer of his business. Thus to 
fix attention exclusively on development 
of the salesman side is to overdevelop 
it in relation to the other functions. 

‘T have observed that men rarely fail 





in their business because of lack of 
sales ability,’ Mr. Broaddus said. “The 
failure of a man seems to be in one 
of the other parts of the man, either as 
a poor manager, poor secretary or poor 
treasurer.” He cited records of his own 
office showing some agents sell one per- 
son out of every three interviewed, but 
at the end of the year, strangely, have 
only ordinary production results. Analy- 
sis shows their failure not due to lack 
of ambition, understanding of company 
or policy form, or failure to appreciate 
the value of life insurance to the pur- 
chaser. Nor is it due to lack of ability 
to express themselves. 


Manager “Prepares” Agent 


As Mr. Broaddus sees it, the duties of 
the “manager” are the finding of insur- 
ance situations and their analysis, so 
the salesman can go into action fore- 
armed with complete knowledge which 
will give his creative and expressive 
ability full play. 

Duties of the “secretary” seem to be 
maintenance of an orderly system of 
record keeping, either at office desk or 
home. His main duty is collection of 
lists of people and individual names of 
people with data surrounding each 
name, and wherever possible an intro- 
duction card. When the “secretary” is 
called on he should be able to produce 
200 or 300 names, addresses and data. 
To do this he must find clues, secure 
names in conversation, through reading 
ability or in asking persons. It is simple 
to find such clues in the life insurance 
business, Mr. Broaddus said. A home 
means a mortgage, children, education; 
a mother and father, with their situa- 
tions; need for an income and pension 
plan. The father may head a company, 
either sole proprietorship, part-owner- 
ship or corporation, 


Urges Balanced Salesmanship 


The “treasurer’s” duties are to see the 
firm is redeemed in full measure, the 
future earnings set up by the salesmen. 
This implies conservation of existing 
business and placing issued business. 
The only kind of business that pays is 
that which stays. Mr. Broaddus spoke 
for balance in salesmanship. He said 
agents might well attempt to visualize 
themselves succeeding as manager, sec- 
retary, treasurer and salesman. The 
sales part requires the least attention, he 
said. 

The only practical solution to the 
problem of the superannuated key em- 
ploye in a business is retirement from 
active service on an income when too 
old to perform duties efficiently, Mr. 
Eno stated in his talk. He said the 
employe may be retired at employer’s 
will under a discretionary plan without 
definite planned amount of income, but 
this usually results in the employe be- 
ing retained beyond profitable useful- 
ness, causes feeling of discrimination 
and penalizes thrift. But more impor- 
tant, the employer pays the entire cost. 


Discusses Retirement Plan 


The second method is retirement 
under a definitely announced plan 
through life insurance, the same condi- 
tions applying to all key employes in 
regard to retirement income and con- 
ditions of retirement. Employes con- 
tribute regularly toward their own re- 
tirement income on a definite basis. Dis- 
crimination is avoided and the employe 
is removed from the pay-roll syste- 
matically. Mr. Eno showed that the 
discretionary plan on the average 
would cost the employe three times as 
much as would the life insurance sys- 
tem. He presented a carefully worked 
out, hypothetical illustration showing 
the method of calculation. 

He suggested that the plan be ad- 
ministered by a trustee under a trust 
instrument specifically setting out rights 
and duties of both parties and of trus- 
tee. Under a treasury ruling, a cor- 
poration adopting a retirement plan and 
paying all or part of the premium can 
deduct from gross income premiums as 
an ordinary and necessary business ex- 
pense provided the corporation does not 

(CONTINUED ON LAST PAGE) 





OccipENnTAL 





Life Agents work under a 
liberal contract contain- 
ing settlement, volume 


and renewal bonuses. 
a 


OPENINGS ARE AVAILABLE 
for live, aggressive Agencies and Men 


OCCIDENTAL LIFE INSURANCE CO. 


Old Line Legal Reserve Life, Accident, Health 
HOME OFFICE, Los Angeles, Calif. 


V. H. Jenxins, Vice-President, in Charge of Production 
































“Salary Continuance to 
Age 65” is a new policy 
to provide a monthly in- 
come to dependents in 
event of premature death 
of the insured. Income 
begins at death and con- 
tinues until insured 
would have been 65 years 
of age. 


Features of this 
policy: 

Maximum coverage at 
minimum cost. 


A definite plan to pro- 
tect and replace income. 


Cost is same at all ages. 


Non-medical | conversion 
privileges until age 55. 


Minimum income guaran- 
teed. 


For full particulars regarding submission of busi- 
ness on this plan, return coupon below. 


The 


Federal Reserve 
Life Insurance 


I am interested in learning more about 
your new Salary Continuance Policy. 
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The Columbus Mutual 
OFFERS 


First—LOW COST INSURANCE TO SELL. 
Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 

The larger the production, the higher the rate 
of compensation— 



























































You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 





Men Wanted — Reliable and Trustworthy Men to Sell 


The United Six-Way Protection Contract 
All in ONE POLICY: 


1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 
> Hd ys AF ne — pay your family $5,000. 
; family $10,000. should occur to you—it will pay your 
. TAIN FATAL ACCIDENTS shoul _ 
family Gin, should occur to you—it will pay your 
5. IF ACCIDENTAL INJURY should totally incapacitate you—it will pa 
you $50.00 per WEEK for 52 WEEKS, and $25.00 per WEEK therea bee. 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE. 
(Non-Cancellable) 
(Non-Proratable) 
ADDITION: 


IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 

will be relieved of the necessity of making any further premium de- 

posits. Then at age 65 you will receive $5,000, just as though you had 

continued to make deposits yourself. In the event of your prior death 

the FULL FACE VALUE of the Policy will be paid to your family. 

GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


Write—Agency Department 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 


IN 
6. 











Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 

Dear Sir: 


It Concerns Contract Direct 
With the Company 


SEND ME THE MESSAGE 
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NEWS OF THE FRATERNALS 





Pass Fraternal Change Bill 





Nebraska Senate Approves Measure 
Permitting Shift to Old Line 
Basis; W. O. W. Interested 





The Nebraska house bill prescribing 
optional methods to be used by frater- 
nals desiring to change into legal re- 
serve companies was revived in the sen- 
ate and passed, after being! sidetracked 
in the last legislative season. Senators 
said this was at the suggestion of In- 
surance Director Moose, who said a 
large Omaha fraternal was planning 
transformation into a legal reserve life 
company. The fraternal referred to is 
the Woodmen of the World, which is 
now operating on a legal reserve basis. 





a, 


The bill permits such transformation, 
either on vote of a majority of member; 
or by consent of the governing body. A; 
originally drawn conscat of both was re. 
quired. 

The Woodmen of the World govern. 
ing body gave such consent some years 
ago and a legal reserve life company 
was formed with it as the chief stock. 
holder. Attacked in court by W. B. 
Price, former general attorney for the 
Woodmen Circle, and a member of the 
order, the plan was abandoned after the 
court ruled adversely. Mr- Price op. 
posed passage of this biil, and estimates 
that validity of the law will be attacked 
on the claim that assets belonging to 
members cannot be taken from them in 
this way. The Royal Highlanders rep. 
resentatives also were active in pushing 
the bill. 








Consider Plea for 
U. S. Court Rules 
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Attorney Stone of the Phoenix Mu- 
tual dealt in his paper with choices of 
procedure for consummating real estate 
sales on long term credit by insurance 
company vendors, and prompt reacqui- 
sition on complete title possession, and 
control of property on vendee’s default, 
especially to minimize cost and avoid 
necessity of accounting to the vendee 
for benefits and payments received. He 
differentiated between procedures where 
the vendee is given the deed and mort- 
gag is taken for purchase price; sec- 
ondly, cases where the sale contract pro- 
vides for delivering deed upon payment 
of purchase price or a specified portion, 
the company meanwhile retaining title; 
thirdly, instances involving lease con- 
tract with purchase option. The story 
of Sterling Pierson, general solicitor 
Equitable of New York, concerning the 
Equitable’s Russian insurance litigation 
was postponed due to his absence. 


Corporation Check Issue 





Berkeley Cox, assistant counsel Aetna 
Life, commented on the propriety of ac- 
cepting corporation checks for premiums 
on individual insurance, bringing on a 
general discussion. The insurer appears 
to be liable for return of the amount 
collected where use of corporation’s 
funds is unauthorized and unknown to 
stockholders, and the insurer failed to 
inquire and corporation promptly de- 
mands refund. If payments are made 
over several years time the corpora- 
tion probably is without right and cred- 
itors are likewise situated if the cor- 
poration is solvent when payments are 
made. Prior creditors can recover if the 
corporation is insolvent and the insurer 
accepted payments without inquiry. 
The insurer is deemed protected by in- 
quiry and on assurance payment 1s 


proper even though later proved to be 


false. 

Members were delighted by the Su- 
preme Court’s decisions in the Frazier- 
Lemke and NRA cases. Marshall Bul- 
litt, who with John W. Davis argued 
the Radford case in the Supreme Court, 
was present and was congratulated on 
the outcome. 

Memorial resolutions were adopted re- 
specting William Deacon, Penn Mutual; 
L. C. McBride, Southwestern Life, and 
former Insurance Superintendent Gear- 
hardt of Ohio. New members elected 
were Dexter Hamilton, Dallas; Ray- 
mond Olson, Chicago, and Milton Man- 
gus, Indianapolis. 

L. A, Lawlor and C. L. Dawson of 
the Bureau of War Risk Litigation in 
the Department of Justice commented 
on recent successes in war risk dis- 
ability cases and stressed the recent 
Supreme Court ruling in the Spaulding 
case holding expert witnesses are not 
authorized to testify as to ultimate facts 
in hypothetical. cases. Election of offi- 
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Notable Programs Announced 


Strong Speakers Listed for Conference 
Meeting and National Accident & 
Health Association in Detroit 








Programs for the meetings of the 
Health & Accident Underwriters Con- 
ference in Detroit, June 12-14, and the 
National Accident & Health Association 
in the same city, June 14-15, have been 
completed. Notable lists of speakers 
are announced for both meetings. 

The conference program includes ad- 
dresses by George Manzelmann, North 
American Accident, conference presi- 
dent; J. W. Fraser, vice-president 
Chrysler Sales Corporation; Claris 
Adams, executive vice-president Ameri- 
can Life of Detroit; L. U. Stone, Jr, 
vice-president Pacific Mutual Life; C. E. 
Rickerd, advertising agency executive; 
C. W. Young, president Monarch Life, 
and . Pauley, secretary Great 
Northern Life. 

One entire session will be devoted to 
round table discussions on agency man- 
agement. Leaders for the various top- 
ics will be: Stimulating production, RX. 
M. Rowland, National Casualty; selec- 
tion, J. W. Blunt, Monarch Life; re- 
cruiting, A. N. Hepler, Jr., Income 
Guaranty; training, W. G. Alpaugh, In- 
ter-Ocean Casualty; supervision, E. B. 
Fuller, Loyal Protective. There will 
also be one session devoted to legal 
problems, with Thomas Watters, Jr., of 
Des Moines presiding, and a number of 
especially timely topics up for discus- 
sion. 

The speakers for the national asso- 
ciation meeting will include Armand 
Sommer, Continental Casualty, presi- 
dent of the association; E. H. Mueller, 
state manager Pacific Mutual Life, Mil- 
waukee; W . Mead, Pacific Mutual 
Life, Seattle; Ernest W. Owen, Detroit 
manager Sun Life of Canada; G. 
Turner, president First Reinsurance; C. 
W. Young, president Monarch Life; A 
M. Holtzman, Colorado Life; J. 
Heyer, vice-president Commercial Cas- 
ualty; John J. Hill, field supervisor 
group and pension division Aetna Life, 
and W. W. Morse, vice-president Fed- 
eral Life & Casualty, Portland, Me. 


“Exposure Month” Campaign 

Members of the Detroit branch of the 
Canada Life have set aside a period to 
be known as “exposure month.” During 
this period it is the aim of each repre- 
sentative to plan his efforts in the direc- 
tion of exposing himself to as many new 
contacts as possible. 








cers is regularly scheduled at the De- 
cember meeting. 
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SALES IDEAS AND SUGGESTIONS 











Dawson, Wright and Gray Tell 


How to Sell Business 





Sales methods that get results were 
outlined by three leaders at the New 
York state sales congress in Syracuse. 

C, Preston Dawson, New England 
Mutual Life, New York City, said there 
were five methods of prospecting. These 
he classified as natural contacts, interro- 
gation by leading questions, the qualify- 
ing of lists, qualifying of names and 
yse of unqualified names or cold canvass. 

Mr. Dawson said few agents make 
close application in prospecting of the 
directions implied in the old definition 
that a prospect was a man who had a 
need, was able to pay, and was ap- 
proachable. All men have a need for 
life insurance, said Mr. Dawson, but he 
told how Clay Hamlin in his days as a 
personal producer confined his activi- 
ties to married men who were fathers 
as well as husbands because they would 
have a clearer recognition of the need 
for life insurance. The agent who con- 
fnes his approaches to men who not 
only are able to pay but have an in- 
clination to save increases his chances 
of making sales. Certainly if an agent 
can eliminate by investigation the names 
of those who have to be sold on the 
idea of saving, and can concentrate on 
those who are able and ready to save, 
open to conviction as to the method of 
saving, then that agent’s production can 
be relatively larger and sales’ relatively 
easier. The prospect’s approachability 
can be vastly increased by third party 
influence, the recommendation or intro- 
duction by a common friend. 


Natural Contacts Provide 
Many Insurance Openings 


Since natural contacts provide many 
of the openings for life insurance, it is 
most important for the salesman to keep 
himself in circulation among several 
different groups, exposing himself to the 
meeting of men of influence and buying 
power. Natural contact, however, will 
not produce enough prospects for the 
agent because of the time and money in- 
volved in making these contacts. Play- 
ing golf, bridge, attending social func- 
tions, activity in civic enterprises, all 
require either money or time. It is Mr. 
Dawson’s observation that successful 
salesmen who do depend largely upon 
natural contacts for their production 
must spend a large proportion of their 
incomes in developing and maintaining 
these contacts. 


Leading Question Often 
Too Broad, Says Dawson 


Development of prospects by asking 
leading questions resolves itself into get- 
ting into a discussion about one man, 
qualifying that man as a possible pros- 
pect for life insurance and then seeking 
the use of the influence of the common 
friend when making an approach to the 
Prospect. The question of most life 
underwriters, seeking to obtain pros- 
pects, according to Mr. Dawson, are too 
broad. They should ask questions which 
spontaneously compel the prospect to 
name a person, as, “Who is your sales 
manager? Who is the auditor? Who 
is the advertising manager?” After hav- 
ing brought out a definite name, ques- 
tions may be asked about the man’s 
habits, interests and family. It is the 
third step of seeking to obtain the in- 
fluence of the common friend that proves 
a stumbling block to most agents, de- 
clared Mr. Dawson. Requests for using 
the name of the center of influence 
should never be made in an apologetic 
way nor upon any basis which indicates 








that there is doubt in the mind of the 
agent concerning the answer. What is 
more important than anything else at 
this point is that the agent shall have 
demonstrated his methods of operation 
to the center of influence that the com- 
mon friend may not fear that an ob- 
noxious solicitation is being wished upon 
another. If the center of influence 
knows that the agent is pleasant and 
agreeable in his solicitations, there will 
be no objection to recommendation or 
introduction. Mr. Dawson repeated his 
request questions for asking permission 
to use the name of the center of in- 
fluence in this form, “This sounds like 
a man who would be interested in pro- 
tection and savings. When I call upon 
him, I do not want to call as a stranger. 
I would like to refer to you. That’s 
O..K.,. isn’t 1?” 


Qualifying List Method 
of Beers Is Explained 


The qualifying lists method Mr. Daw- 
son credited to William H. Beers and 
said that he had first heard it in 1927. 
This plan takes the life underwriter into 
the presence of his center of influence, 
bearing a list of the names of people 
known to move in the same circles as 
the center of influence. The plan then 
is to qualify the individual names on the 
list. Select a center of influence, write 
down all that is known about this center 
of influence, what school he attended, in 
which social circles he moves, in what 
business he is engaged, to what clubs he 
belongs, what church he attends. Then 
out of these various groups prepare a 
list of names. Take that list to the 
center of influence and with his coopera- 
tion eliminate those who seem not to be 
prospects. The final step is of course 
to get letters of introduction to those 
who are retained as names of prospects. 

When reference may not be made to 
a common friend or when a letter of 
introduction is not obtainable, then the 
prospect may simply fall into the classi- 
fication of, “qualified names.’ Those 
who fall in this class will not be as open 
to the salesmen as to those to whom in- 
troductions may be obtained but most 
agents must call upon some in this 
class. 

The fifth method of prospecting is the 
use of unqualified names, the approach 
to the prospect without knowing any- 
thing about him and without any let- 
ters of introduction. 

The agent who can concentrate en- 
tirely upon the first three methods of 
prospecting outlined above should 
greatly increase his business with much 
less sales effort. 


Harry Wright Closes 
Most Cases in Own Office 


Harry T. Wright, Equitable of New 
York producer in Chicago, who has 
been in the million dollar class for 11 
years, disclosed the startling fact that 75 
percent of his cases are closed in his 
own office. He advised life insurance 
men to seek more interviews under those 
favorable circumstances. He tells the 
prospect that the business may be dis- 
posed of more rapidly and satisfactory 
if the prospect comes where he will not 
be interrupted and where he can con- 
centrate upon the proposal; giving it the 
consideration that its importance de- 
serves. 

To the man who says that he has an 
uncle, fraternity brother or a friend in 
the life insurance business, Mr. Wright 
says, “How much life insurance are you 








going to buy from him?” The answer 
usually is, “None.” “Then,” says Mr. 
Wright, ‘that eliminates him.” Mr. 
Wright then proceeds to demonstrate 
that his services merit consideration of 
the prospect. 

In competition with the rebater, Mr. 
Wright emphasizes that purchase of a 
contestable contract is being made and 
that the amount of the rebate after all 
amounts to very little when spread over 
the number of years of the life of the 
contract. The very fact that rebating 
is present, makes it possible for the con- 
tract to be nullified. Mr. Wright asks 
the man whether he would chose a $25,- 
000 house and lot without a flaw in the 
title or one exactly like it with a clear 
title if the difference in price were $250. 
The professional procrastinator, says 
Mr. Wright, murders more insurance 
salesmen than any other enemy. Mr. 
Wright keeps this enemy out of his own 
path by never calling back upon a man 
who violates a promise. He will call 
back once to test the value of the man’s 
promise but only once. 

“Would you discuss with your wife 
whether you would leave her any money 
while you were away on a three months 
trip?’ This is a question Mr. Wright 
propounds to those who want to discuss 
life insurance with the wife. It is his 
experience that the wives who are most 
critical of life insurance investment dur- 
ing the lives of husbands are the most 
eager collectors of the life insurance 
money after death. 


Gray Says Fear of 
Prospect’s Attitude Deters 


The key note of the Syracuse sales 
congress was “Planned Action Pro- 
duces.” A. E. N. Gray, assistant secre- 
tary of the Prudential considered the 
key note and selected for his subject 
“But what produces planned action?” 
It is Mr. Gray’s conviction that fear of 
the attitude of the prospect toward the 
agent is the greatest deterent to life 
insurance sales success. The one funda- 
mental reason for not buying life in- 
surance, said Mr. Gray, is that men so 
easily forget the fear of death. They 
will rush after a departing train, forget- 
ting the peril of death and be destroyed. 
They will rush into the street after a 
straw hat, forgetting the threat of death 
in the fear of losing the hat. The fear 
of paying premiums also makes them 
forget the fear of death. Mr. Gray be- 
lieves that many men might use this 
directly in their sales canvasses. “I am 
sorry, Mr. Prospect, I have no answer 
to that reason for not buying life insur- 
ance because that is not your real 
reason. Your real reason is that you 
do not think you are going to die. It 
is a universal fact that the fear of death 
is forgotten so easily. The most pow- 
erful of all fears is pushed into the back- 
ground by anv one of a multitude of 
smaller fears.’ Use of the examples 
given above mav be added to convince 
the prospect. Mr. Gray believes the 
agent must have the courage to speak 
plainly on this subject. 


Should Know as 
Much as Prospect Does 


An agent is the business equal of any 
man upon whom he calls if he knows as 
much about the life insurance business 
as the man upon whom he calls knows 
about his own business. Any agent who 
can measure up to that definition of 
equality never need fear calling upon 
the prospect. When calling upon any 
prospect, and particularly the big man, 
the agent should display his best sales- 
manship. These buyers want good 
salesmanship and will not respond to a 
mediocre variety. And the tragedy is, 
according to Mr. Gray, that the agent 
wants to give good salesmanship but be- 
comes afraid and fails. 

The. bullying, grouchy.and mean atti- 





tude of some men towards the life insur- 
ance representative is nothing more 
than a self-defense mechanism of the 
prospect against being reminded of 
what he knows he ought to do. When 
this fact is recognized by the salesman, 
Mr. Gray believes that his resistance 
armor will be thick enough to meet the 
onslaught so that he does not wilt be- 
fore he has a chance to break down the 
assault of the belligerent prospect. 

Mr. Gray reviewed some of the meth- 
ods which courageous agents have 
found successful. An approach for the 
doctor: “Good morning, have you ever 
heard of a doctor who was pensioned by 
his patients?” “What would you think 
of a plan that would enable you to make 
a will before you have any money and 
know that its terms will be carried 
out?” Mr. Gray said that most men 
never make a will because they do not 
want to.set down on paper a confession 
as to how little they have to leave. 


Tells Prospects Four 
Words to Get In 


Where it is difficult to get in, Mr. 
Gray would have the courageous agent 
try this, “I want to tell him four words 
and get out.” Then, when admitted to 
the presence of the prospect, hand to 
the prospect some proposal, some leaf- 
let or bulletin on life insurance and say, 
“Will you read this?” turn around and 
start out. Many times the prospect will 
Say something which opens the gate 
for an interview. Again, let the agent 
say that he wants to ask three ques- 
tions. If it is insisted that the ques- 
tions should be known, the agent may 
say, “Does he have $10,000? If not, he 
will not be interested in the other two 
questions.” The other two questions in- 
volve increasing the $10,000 to $16,500 
and using that sum when he gets it, in- 
volving of course a single premium en- 
dowment. The usual response: will be, 
“Is it life insurance?” To this question 
frequently asked in the course of the 
opening of interviews, the courageous 
agent, according to Mr. Gray, may find: 
it effective to say, “Can you think of 
anything else it could be?” When the 
life insurance agent meets his friend, he 
may say, “If friendship keeps us from 
talking life insurance, let us be strangers 
for 30 minutes.” “You like me because 
I haven’t tried to sell life insurance. I 
wonder if that is the right attitude. If 
you were to die now, would I have been 
a real friend to you and your family?” 
Mr. Gray’s answer to the tough pros- 
pect who is not interested is, “I don’t 
blame you for not being interested. You 
mean you are not interested in the pic- 
ture you have of life insurance, that 
you do not want to see the type of life 
insurance man who has been calling 
upon you, but I will prove to you if you 
will give me five minutes that I am not 
the type of life insurance man who has 
caused you to have this attitude.” 

The prospect who is shunned as the 
man in the city who cannot be sold life 
insurance is the man who will buy from 
the agent who can interest him. 


Membership Record Analyzed 


Editorializing upon the splendid rec- 
ord being established by the National 
Association of Life Underwriters in the 
matter of membership, there was a mis- 
take in citing the comparative figures. 
The final membership count is taken on 
June 30 of each year. On that date last 
year there was a membership of 20.845 
whereas the membership as of April 30, 
1935, was already 20,061 with two 
months to go. It is understood that the 
membership today is well ahead of the 
June 30, 1934, record and some of the 
leaders are predicting that by June 30 
the membership will be close to 25,000. 
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Connell Is Elected 
in New York State 


(CONTINUED FROM PAGE 1) 


up to the uniformly high | quality of New 
York’s superintendents of insurance. Mr. 
Myrick was optimistic of the business 
future, stating that he was convinced 
after listening to the President’s speech 
on the veto bonus that there would be 
no greenback inflation and that the sav- 
ings of life insurance policyholders were 
not to be subjected to that hazard. 

Each of the sixteen associations made 
a brief report of its activities through 





one of the delegates present. Particu- 
larly notable was the stress placed upon 
life insurance week. Members. were 
urged to report to their company offi- 
cials increased business resulting from 
the unusual publicity received for life 
insurance during the period. Those who 
urged this procedure said that the com- 
panies might be stimulated to even 
greater expenditures for public educa- 
tion if they are convinced that these 
expenditures result in tangible increases 
in business. 

Life insurance agents who are advis- 
ing clients or prospects to drop one life 
insurance policy and buy another must 
emphasize that the new policy contains 
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‘| the rights of debtors. 


Connecticut Mutual, 


a suicide clause and a one year con- 
testable clause if they would comply 
with the New York statutes as now 
amended. This was the advice of Al- 
bert Hirst, New York association coun- 
sel. The new secttion 55-C, protecting 
annuities against creditors, he said, 
should not be looked upon as a value 
only to those who sold annuities. It 
is equally valuable for the man who sells 
life insurance since the practice con- 
stantly becomes more popular of using 
cash values of life insurance contracts 
at the older ages for providing an an- 
nuity. Life insurance salesmen should 
emphasize to life insurance purchasers 
on they have the protection of section 
voA"L. 

Secttion 55 of the New York statutes, 
said Mr. Hirst, and laws similar to it, 
are the acme of statutory recognition of 
They make life 
insurance and annuities the safest refuge 
and haven for the dollars and property 
of the man who is seeking the greatest 
certainty in providing safety for him- 
self and family. 


Riehle Tells Progress 


President Theodore M. Riehle de- 
scribed the progress of the National as- 
sociation, of life insurance during the 
period of the depression and stated that 
if life insurance men took their proper 
place in the recovery program, then 
there would be an enormous increase in 
life insurance production during the next 
five years. He thought life insurance 
men should strive to keep the American 
people investing 8 percent of their in- 
come in life insurance. 

Paul Speicher, Indianapolis, gave his 
address on “Solving the Problem of 
Economic Security.” 

Reports of sales congress messages 
also appear on Page 23 of this issue. 


Nationally Known Speakers 
Feature of Sales Congress 


(CONTINUED FROM PAGE 21) 


benefit financially directly or indirectly. 
At present it is not considered that any 
increase in efficiency resulting from the 
plan is a direct or indirect benefit. 

A study of tax rulings indicates that 
the part of premium paid by corpora- 
tion does not have to be reported by 
individual as part of his income. How- 
ever, the individual at retirement must 
report under present tax regulations 3 
percent of his personal contributions to 
the fund as income until difference be- 
tween what he actually receives as re- 
tirement income and the 3 percent of 
his personal contribution reported as in- 
come equals his personal contribution. 
Thereafter he must report as income to- 
tal amount received. 

Members of the Rockford association 
who took active part in arrangements 
and were hosts at the sales congress, 
were Frank W. Howland, Massa- 
chusetts Mutual, president of the asso- 
ciation, and committee chairmen: T. F. 
Hayes of Peoria, formerly of Rockford, 
program; W. H. Gruner, special agent 
tickets; L. R. Car- 
lisle, Sun Life, publicity, and H. F. Nel- 
son, district agent New England Mu- 
tual, reception. 


New Cleveland Project 


Representatives of a proposed new 
company at Cleveland conferred this 
week with Commissioner Mortensen of 
Wisconsin as to his attitude if it 
should file an application for license. 
It plans to insure the lives of people 
having loans with credit unions for the 
period of the loan and with the credit 
elon the beneficiary to insure repay- 
ment in case of death. It plans to 
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